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UNTER — exclusive fan makers 


since 18866 — is again in pro- 








52-In tak ieen duction of all of its regular pre-war 











types of fans and ventilators. Estab- 
lished HUNTER distributors throughout the United States have been allocated a de- 
pendable supply for normal dealer requirements. HUNTER ZEPHAIR Attic Fans are 
being delivered on consistent shipping schedules to all Southern territories for fall 
and winter installation. Discriminating dealers may now avoid buying inferior qual- 


ity substitutes and return to the best fans ever made by HUNTER. 


HUNTER FAN & VENTILATING COMPANY, INC. 


Factory: FULTON, N. Y. 
General Sales Offices: Memphis, 400 So. Frent St. Kastern Sales Office: New York, 92 Warren St. Western Sales Office: St. Louis, 1706 Olive St. 


Sales Offices: 
BOSTON 
CLEVELAND 
DETROIT 
KANSAS CITY 
NEW ORLEANS 
PITTSBURGH 


Sales Offices: 
ATLANTA 
CHICAGO 

DALLAS 
HOUSTON 
LOS ANGELES 
PHILADELPHIA 





Zephair Comfort 


Cooling and 
a Commercial Ventitalers fam 





Research is Always at Work to 
Improve G-E Lamps and Make Them 





Bigger Profits in Store Lighting! 





OU’RE the key man in the store lighting 

market. And General Electric has prepared 
a complete lighting sales program especially 
for you—the electrical contractor. 


“LIGHTING SALES AND SERVICE,” the basic 


booklet in this program tells you what you need 
to know to go out and sell store lighting . . 
lighting that will assure you every possible profit 
dollar. It gives you essential facts about: 


1 the greatest store modernization activity in the 
history of the lighting industry. 


GENERAL @ ELECTRIC 
STAY BRIGHTER LONGER 


er | 


“Selling - 





A Billion Dollar Lighting Market Ready and Willing to Buy from You! 


2 the part that modern sales lighting plays in store 
modernization 

3 the powerful promotional forces that will stimu- 
late the demand for better store lighting 

4 the profit possibilities in store lighting sales 
and service 

5 how you can capitalize on this great new busi- 
ness opportunity. 

Don’t miss out! Order your copy of “LIGHTING 

SALES AND SERVICE” zow from your G-E 

Lamp Supplier or write direct to General Electric 

Company, Lamp Department, Nela Park, Cleve- 

land 12, Ohio. 
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eats ter 7 
Heats Fast because the most efficient 1000-watt element (T-K Rod 
Type) is molded in an aluminum sole plate which conducts heat three 
times faster than cast iron. Lets you iron as fast as you wish—saves time. 
a Hest Control 
Automatic Heat Control maintains right temperature for ironing any 
fabric—a safe, even heat that protects against scorching—saves clothes. 
A . 22 

Gvantage of this automatic iron is what technicians call “fast 


recovery” when ironing damp material. This means that it maintains 
the heat more evenly at any selected setting. 


im Construction gives light weight with 26 square inches of 
ironing surface. Saves energy—enables you to iron with less strain on 
wrist and arm. 


arbahie Eacy.frin Handle 
table Easy-Grip Handle ;, shaped and placed for perfect balance. 
Heel stand makes it easy to tilt iron back on board without lifting. 


, 
Current —because automatic heat control turns current off and 


on as you iron—takes only the electricity actually needed for ironing 
at right temperature. @ A Product of NOBLITT-SPARKS 
INDUSTRIES, INC., Columbus, Ind. 
nside ond Outside It's Engineered and Built Right A Produc) of Experience 


1 red Point 
‘ Light-Weight one 
Automatic w& = Seb j Beveled Edge 
Heat Control i ‘ 
/ Dial the 


Easy -Grip \. yj 
Fabric 
‘ 





Beautifully lithographed in three colors — actual size of this display is 14 by 11 inches. 
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complete program to help dealers sell the Arvin Automatic Electric Iron. 
Other features included are—consumer advertising in leading national 
magazines; helpful dealer counter sales folders; double-duty sales- 


price tag attached to iron; and good-will building instruction folder, 


packed with each iron. 


Your Arvin distributor has full information 
» « « get in touch with him! 
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trolytic Tin Plates 
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Tue contractors on this building were foresighted. 
They planned an electrical conduit system that would 
provide maximum flexibility for all future wiring needs 
—and they installed Youngstown BUCKEYE CONDUIT, 
as this picture shows. 

For maximum flexibility in YOUR new construction 
jobs, or in modernization jobs replacing temporary wir- 
ing, install full-weight rigid steel conduit in such a 
way as to anticipate all possible future needs and 
changes. 

Youngstown’s BUCKEYE CONDUIT, installed in any 
building, provides a permanent, safe and easy method 
of increasing or varying wiring circuits at any future 
time. In fact, BUCKEYE CONDUIT outlasts the 
buildings in which it is used and gives complete pro- 
tection against short circuiting or arcing from vibration, 
dirt, dust, moisture, or corrosion. In exposed spots its 
rigid, full-weight steel walls protect against crushing 
or other mechanical damage. 

BUCKEYE CONDUIT is preferred by electrical con- 
tractors in all parts of the country for its unvarying 
quality and strength. It is now available through dis- 
tributors in all industrial centers. 





YOUNGSTOWN 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 
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THE NATIONAL ELECTRICAL CODE 
NO. 4409 IN SIGHT OF CONTROLLER 


AMat-mre lh ixelalal-vailaleMul-tolar Mr valeliMel-Mlelael i-te| 
within sight of the controller or arranged 
to be locked in the open position. 





iF YOU USE 


COMBINATIONS 


To comply with Code requirements 
there’s no better way than to com- 
bine both magnetic starter and motor 
circuit disconnect in a single cabinet 

. as illustrated by the three types 





Size 1. C.M. Magnetic Starter 
(7% H.P.) and Fusible 
Motor 


of Trumbull Combination Starters 
Fusible, Non-Fusible 
and Circuit Breaker disconnect. 


Circuit Disconnect. 


here shown: 


When starters are fed from indi- 
vidual circuit the No-fuse may be 
indicated; when short circuit protec- 
tion at the starter is desirable, employ 
Fusible 
types. In any event, Combinations 


either or Circuit Breaker 
far surpass separate units in con- 


venience, space saving and mainte- 


eed 





nance. They’re completely wired to 
Size 3. C.M. Magnetic Starter reduce mounting and wiring time. 
(SO H.P.) and Non-Fusible 
Motor Circuit Disconnect 





ee 


PLAINVILLE, CONNECTICUT 
OTHER FACTORIES AT 


NORWOOD, OHIO LOS ANGELES — SAN 
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Size 2. C.M. Magnetic 
Starter (25 H.P.) and Cir- 
cuit Breaker Disconnect. 


The Trumbull name plate on your 
starter indicates mechanical and elec- 
trical efficiency of the highest degree. 
it means that the “pioneer builder 
of enclosed switches” has included 
all the essential features required for 
long, safe operation and full pro- 
tection against overload, undervolt- 
age and danger due to phase failure. 
Sizes 0, 1,2 and 3—2 to 50 HP. in all 
capacities needed for normal machine 
operation. Remote or local control 
. . . push-buttons as desired. 


Specify TRUMBULL COMBINATION MAGNETIC STARTERS...and be RIGHT 


TSM tak gee an Sea 
eS ee ee 


Se Ss « 


THE TRUMBULL ELECTRIC MANUFACTURING CO. 


SEATTLE 


"One of a series of excerpts from the Hotpoint library 
of Planned Electrical Merchandising.”’ 


Whudow diyglaye that SELL! 


@ A good window display for an appliance store stops 
people, interests them, and brings them right into the store. 
To do this, four things are essential: 
1. Put the appliance itself in the window 
2. Pick out an outstanding feature to spotlight 


3. Tell what it is and how it works 


4, Invite the customer to come in and see for herself 





@ For a window display of Hotpoint Automatic 
Electric Ranges that will sell, try this winner: 

Place a Deluxe model range in the window. Paste 
a streamer across the window. On the streamer is 
this message: “Come in and see how this range 
cooks meals automatically.” 
Beside the Timer-Clock put this sign: “I am the 
Automatic Timer-Clock. I turn the oven on. I turn 
it off. I am the cook while you're gone.” 
At the side of the range nearest your entrance place 
this sign: “Step in and see how this great new con- 
venience works.” 

@ Try this “idea of the month” in your show window 


and watch it bring interested buyers into the store. 


—~ Hotpoint 


Dependability Assured by 40 Years Experience! 





Clothes Dryers Dishwashers Disposalls Cabinet-Sinks Steel Cabinets 


ws 
Ranges Water Heaters Home Freezers Clothes Washers Fiat Plate ironers 
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TO 
CARRY ELECTRICITY 


FROM ANYWHERE 
TO ANYTHING 


CARRYING ELECTRICITY for the lights of a city 
or those of a lonely farmhouse . . . bringing power 
to the humming machines in countless factories or 
to mining locomotives deep in the earth, Collyer 
Wires and Cables contribute to the throbbing life 
of the world; for portable tools, home appliances, 
chattering telegraphs and jingling phones, — 
wherever electric power must be conducted or 


communications maintained ...on the ground, in 


the air or on the seas... Collyer builds quality 
wires and cables to meet every specific need. 


Let us know your requirements 


Ae 


INSULATED WIRE CO. 
PAWTUCKET, R. I. 





Southeastern Sales Representative: FULWILER & CHAPMAN, ATLANTA, CA 
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BROILKING 


HE reliable, fast- sellin ng 
Model Table Broiler W 
its old place among quality 
ances shortly ® after January 

But the ttreliable Regent” 
improved BROILKIN NG at pre-war pri 
—those October ie 

Here’s what 


BROILKIN G: 


+ Drawn _ ey plate ed. 
id mo’ 


+ Cord and P g set ° col 
higher he uo sistance. 


* improved refractory materials. 
*« Detachable hinge cove’: 
*« Bakelite heat-resistant accessories: 





All at the popular, pre-war price! 


*Complete wii 
with cord set 


EXTOL UE 


INTER 
ete APPLIANCE COR 
1 Metropolitan Avenue " 


Brooklyn 6, New York 


mold—for 


Regent 
vill resume 


improved 








1 
seasiieennel BROILKING 
7 ING AND PROMOT 
neha sales hum for ev _ 
r and dealer. Plan now fer 
r 


F ‘ 
xtra Broilking profits! 
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Other Pats 
Pend. 


FLEX-LOC Lamp Holder 


FLEXIBLE —- Automatic — self-adjusting to variations in 
lengths of lamps cr spacing of mounting holes. Engineered 
to fit all standard spacings. 


AUTOMATIC LOCK is positive. No need for extra locking 
devices. Lamp cannot fall out. Contacts cannot lo2sen. 


EASY insertion and removal. No twisting. No turning. No 
fussing to seat lamp in holder. FLEX-LOC does the work 
automatically. As lamp pins slide up to terminal holes, 
holder is flexed outward. As pins enter holes, holder snaps 
inward, internal spring returning to normal. 

PERFECT ELECTRICAL CONTACT — Newly designed, pat- 
ented terminals grip BOTH sides of lamp pins . . . make 
sure and positive contact. 


Listed and Approved by 
Underwriters’ Laboratories Inc. 





IF lex- Oc- lamp! 
Automatic Starter 





Pat. Nos. 
2200443 
2228210 


Automatic Starter 
Positively cuts out deactivated, flickering, blinking lamps. 
When trouble is detected the starter automatically cuts off 
current to the ballast and lamp. 
Gives long life to ballast because defective lamp is locked 
out. Prevents overheating. 
When Lloyd AUTOMATIC locks out defective lamp—turn off 
the current—remove defective lamp—put in a new lamp. 
Allow at least one minute to make above changes. Turn 
on current. The starter automatically lights the new lamp. 
The life of the AUTOMATIC starter is many times greater 
than that of the average lamp. 
It saves maintenance costs and power consumption, pro- 
tects and insures longer life to ballast and lamp. 
Certified by 
Electrical Testing Lab., Spec. 6 


Lloyd Policy Insures Quality 
LLOYD PRODUCTS CO. 


Providence 5, R. I. 


“Branch Offices and Warehouses in 27 Leading Cities 
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DOOR CHIME 
M Sillenhouse 








Uuila FOR YOUR COPY 


OF THIS VALUABLE CHIMES 
MERCHANDISING BROADSIDE 


NATIONAL MAGAZINES 
. .. to tell the Rittenhouse Chime story to millions 
of America’s herever they live. 































which will have the widest and most immediate ready sale because 
of their design and price appeal is going ahead at full speed. Other 
models will be made available just as rapidly as maximum produc- 


tion effort permits 


Never before have electric door chime sales prospects 
reflected such glowing profit opportunities for electrical 
appliance wholesalers and dealers—in every community. 
And, timed perfectly to your sales efforts, millions are 
already seeing the strong, consumer-attracting Rittenhouse 
advertisements in leading National Magazines—and in 
big-circulation, key-city Sunday Newspaper Magazines. 

In words and pictures, the Rittenhouse Broadside tells 
the story of a skillfully planned, up-to-the-minute mer- 
chandising program to make Rittenhouse Chimes the 
fastest selling, most profitable and appealing line of 
electric door chimes ever presented. 

Expertly engineered to afford new mechanical features 





SUNDAY NEWSPAPERS 
. advertisements in leading key-city Sunday 
for ii diate sales volume. 








RITTENHOUSE CHIME 
MERCHANDISING STORY... 


Rirtennouse—top name in the electric door chime 
industry—has stepped on the starter! Production of those models 







EXPERTLY DESIGNED DISPLAYS 
... for sales-floor, window and counter use. Color- 
ful, compelling and prospect-stoppers. 


















that make possible undreamed-of tone richness and backed 
by the hardest hitting sales and advertising set-up in the 
history of chime merchandising, Rittenhouse gives you 
everything that makes for record sales and profits. 

Send for this Rittenhouse Broadside now. Note the 
striking beauty of the ten new 1946 models styled by 
America’s famous designer-stylist Norman Bel Geddes. 
Go over the important consumer-appealing Rittenhouse 
mechanical features. Weigh the sales power of the tre- 
mendous circulation, prestige-creating publications Ritten- 
house is using to help you sell. 


Join the Rittenhouse “Parade of Stars.’ Write us—-TODAY. 


Watch for Rittenhouse advertising in America’s leading consumer magazines! 


Rittenh 
itten OUSC America’s Finest Chime Signals 


THE A. E. RITTENHOUSE COMPANY, INC., HONEOYE FALLS, NEW YORK 
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From Graybar you can get local delivery 
of practically every electrical item you re- 
quire for plant maintenance or moderniza- 
tion — or for use as a component of your 
product. Through our 86 warehouses, stra- 
tegically located throughout the nation, we 
supply to companies like yours more than 
60,000 electrical products of more than 200 


leading manufacturers. 


Se Seana oe eo at 


IN OVER 
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9J PRINCIPAL CITIES 


Graybar Specialists in power apparatus, 
lighting, communication, and other elec- 
trical fields are ready to give you expert aid 
in the selection and application of every- 
thing electrical for your plant or product. 
Our nearest office will be glad to demon- 
strate the advantages of Graybar service to 
you. Groybar Electric Company, Graybar 
Building, New York 17, N. Y. 4598 











offering dealers a complete line of Home 
Cleaning and Floor Maintenance Equipment. 
Included are Universal’s famous Tank Type 
Clean-Air Cleaner with the ‘Tattle-Tale” 
Light, Super-Value Brush Type Cleaners, 
Hand Cleaners, the sensationally new Sani- 
Tray Carpet Sweeper for occasional cleaning 
and the Floor Polisher. 

This line spearheaded by America’s top 
Tank Cleaner means greater profits through 
multiple sales. No other manufacturer can 
offer dealers such a big money-making future 
in Home Cleaning Equipment—for no other 
manufacturer offers this complete line. See 
your nearest Universal distributor today for 
full details on Universal’s big “Clean-Up” 
Program for 1946. 








LANDERS, FRARY & CLARK + NEW BRITAIN, CONN. 
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Universal Electrical Appliences distributed in Canade exciusively by Northern Electric Company, Ltd. 




























Today, Universal is the only manufacturer ¢ 








coe 





LEADERSHIP THAT BUILDS, YOUR DEALERSHIP! 
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BULLDOG BUSTRIBUTION DUCT FOR ‘'PLUG-IN”’ 
POWER ...ANY TIME...AT ANY POINT 


Conversion goes on ALL THE TIME in industrial inal “plug-in” system gives you electrical power 
plants—not just during or after a war. whenever and wherever you need it. 

This system—result of half a century of !ead- 
ership in the electrical distribution field—gives 


Production lines must constantly be re-arranged 
to meet new or altered manufacturing schedules. 
Machines may work in many different locations you the finest flexible set-up for all your power 
during their service lifetime. needs. It’s plus in everything but price—100% 
; cess salvable, too. 

With old-type fixed outlet systems, re-wiring 


to accommodate these changes is slow and costly. Investigate BUStribution Duct for your plant. 
Not with BullDog BUStribution Duct—the orig- Consult BullDog field engineers or write us direct. 


BUY VICTORY BONDS SALVAGE PAPER 


(ON Se i a a aa 


° erat s, A er Also Manufact f 
ee Cee ol SD abhice 5 © Manufacturers o 
sepia a ELECTRIC PRODUCTS COMPANY Vacu-Break Safety Switches — SafToFuse 
settee Sloane Pec “ Panelboards—Switchboards—Circuit Mas- 
oe ae ter Breakers — Industrial Trol-E-Duct for 
eine “4 poms se a moving “loads”—Universal Trol-E-Duct for 
pal Cities, completely flexible lighting. 
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FIBRE AND 
PHENOL FIBRE 


ACE 
ENT 


EQUIPM 


ACE SHOP EQUIPMENT LF 





ESSEX WIRE ++ There ls No Better! 


Essex makes the kind of wire every shop wants and needs — soft 
MAGNET WIRE with tough, high quality insulation — formvar, 
enamel or fabric — and PB300 LEAD WIRE — the lead wire for 
motor repair shops — flexible and easy to use. 

Made to stand up under your baking varnish treatment without 
harm — incorporating every latest technical development to improve 
both wire and insulation— ESSEX WIRE meets the toughest require- 
ments for top quality and service. 

Shipment can be made from warehouse or factory stocks. 


Send For Complete List and Prices 


TAYLOR FIBRE ... sese By Reputation! 


Taylor quality is built in—from processing of the finest rags, 
through every step of production under strict laboratory control, 
until it is properly aged — to insure high dielectric strength and un- 
usually long life under all service conditions. 

Use TAYLOR BONE GREY FIBRE for slot wedges, spacers, tools 
and every other use requiring a hard, vulcanized fibre that won’t 
delaminate. 

Use TAYLOR RED FIBRE for every general need around the shop. 

Quick shipment of every order can be made from warehouse stocks. 


Samples and Prices Sent On Request 


«Ace High In Service! 








every type of job, from fractional sizes up to 100 H.P., quickly and 
easily. 


control — gear and belt drives engineered to eliminate chatter — 
and will take all types of winding heads. 


severest service — are smooth and positive in action. 


Fast, flexible, rugged, heavy duty Ace Equipment is adaptable to 


Powerful ACE WINDERS will pull the heaviest wire for the 
largest coils in their range — have life-time non-grab, positive clutch 


Sturdy ACE COIL FORMERS AND SPREADERS stand up under 





Built to last a lifetime, an investment in Ace Shop Equipment 


pays dividends every year in satisfaction and profit. Shipment is 





prompt — from factory stocks. 
Write For Ace’s New Illustrated Catalog 


Send 
INSULATION AN® WIRES INCORPORATED a teorteee 


Ni} 2127 PINE ST. ¢ ST. LOUIS 3, MISSOURI of the IWI 


ATLANTA 3, GA. + HOUSTON 2, TEX. Blue Catalog. 
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BECAUSE IT WAS DESIGNED ESPECIALLY to meet the exacting 
demands of sickroom use, the SAMSQN Hospital Type Heating 
Pad belongs by its very nature in your therapeutic department. 

But SAMSON has done more than just incorporate professional 
standards in a heating pad for the home. For by putting this pad 
in an eye-catching box that illustrates its various applications .. . 
that depicts the professional use of heating pads with wet- 
compress medication . . . that sells as it educates, SAMSON offers 
your therapeutic department another self-selling ‘natural’! 

We are steadily overcoming the unpreventable reconversion 
holdups that have repeatedly tried your patience and ours. Soon, 
without sacrifice of quality, we hope to provide SAMSON applian< a 





in quantities to meet all your demands. en 
as lta? f 'G, 
yy - 
Za = — 
tg’ 


SAMS OfmbUATOWitG@ BI’ @Etcds) Niniitved TarbitelO- N.Y 
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proved in the laboratory 
and in operation 


with Transite Ducts 






S THE GRAPH shows, Transite Ducts 
made of asbestos and cement have a 
much higher rate of heat transfer than or- 
ganic conduit. Tests in the Johns-Manville 
Laboratories, later applied to specific field 
conditions, proved that Transite Ducts dis- 
sipate I,R losses 13% faster than other duct- 
ways tested, thus keeping cables cooler. 


w 
° 


nr 
J 


= 


In actual operation, this means that cables 
installed in Transite Ducts have a higher in- 
herent load capacity, or, carrying rated loads, 
will run cooler, thereby reducing copper 
losses and increasing cable insulation life. 


~ 
- 


nv 
Oy 


Transite Ducts, made of asbestos and ce- 
ment, are strong, immune to rust and rot. 
They are incombustible and unaffected by 
electrolysis or galvanic action. A perma- 
nently smooth bore makes possible long 


WATTS TRANSMITTED PER LIN. FT. 
® 


14 

12 cable pulls and easy replacements. Long, light- 
weight lengths can be quickly and economi- 

10 cally installed. In addition, a variety of fit- 
tings simplifies even the most complicated 

7 installations. 

. For full information write for Data Book 

‘ ease Gs eneney teanceeanes at DS-410: Johns-Manville, 22 East 40th Street, 

VARYING SHEATH TEMPERATURES New York 16, N. Y. 
. ee eee 4 The chart shows why Transite Ducts keep 


cables cooler than ordinary organic ducts. 





aH 
40 100 110 120 130 (40 150 160 170 (80 1920 200 210 220 
SHEATH TEMPERATURE °F 


Johns-Manville JRANS/TE DUCTS 


CONDUIT for use without concrete a 
KORDUCT for concreting in JM 
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THE /FINEST 
IN 


ELECTRIC 
WATER 
HEATING 


* 


Since 1930 





A Texas Dealer Goes 


For Economical and 





Dependable Service 


se 
Peas very carefully choosing a line of appliances 


that would give economical and dependable service, 
we looked for the same attributes in a financial institu- 
tion with which to do our business. It was easy to see 
from the record why Commercial Credit Company 


would meet our requirements. 


“Tt is gratifying that the new Commercial Credit set-up 
will offer more to our firm, as well as to our customers, 
than the other financial firms have been willing to pro- 
vide. It is another source of satisfaction to do business 
with an institution which over a period of years has had 
an irreproachable ' for integrity and 
fair dealings.” 


iQ 
Ait-o Secretary-Treasurer 


SOUTHWESTERN APPLIANCE COMPANY 


Amarillo, Texas 


COMMERCIAL CREDIT COMPANY 


BALTIMORE 2, MARYLAND 


Capital and Surplus more than $80,000,000 
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NSTALLING a new switchboard doesn’t 

have to be a big job. The Shaw Electric 

Company of Newark just recently made 
this interesting installation. 


In addition to the old live face distribu- 
tion switchboard there were four large 
cabinets housing the service equipment. 
Though this change-over was made while 
the building was closed, it is frequently 
possible to install a section at a time with 
only slight interruption of service. 


Interesting, too, are the individual 
SHUTLBRAK switches embodying an 
entirely new switching principle, that of 
rolling contacts with a faster-than-the-eye 


shuttle motion within a completely insu- 
lated, damp proof chamber. Quality of 
performance and ease of operation actually 
improve year after year as the heavily sil- 
vered copper rollers move into position 


under line pressure contacts. 


Frank Adam SHUTLBRAK switch- 
boards have a full range of capacities from 
30 to 1200 amperes, 250 volts AC or DC 
and 575 volts AC in 2, 3 and 4 poles. 
Write for the name of our nearest repre- 
sentative. He will be glad to answer your 


questions without any obligation. 


Frank Adam Electric Co., Box 357, St. Louis, Mo. 


Prank Xdam 


| ELECTRICAL PRODUCTS 








\ FRANK ADAM ELECTRIC coO., 
A\. ST.LOUIS, MO.U.S.A_/aum 





Makers of BUSDUCT e PANELBOARDS e 


SWITCHBOARDS e SERVICE EQUIPMENT 
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Because of the basic importance of adequate wiring to the entire 
electrical industry, Anaconda ?s presenting messages like this in a 


wide list of national puklications. 


Inadequate power 
steals part of the 
production efficiency 


you pay for 





Backward wiring handicaps advanced equipment 


DON’T HOBBLE new, improved equip- 
ment for the sake of saving a few 
extra dollars worth of wiring. 
Remember, to get peak efficiency 
from postwar production equipment 
wiring must come first—foresighted 


wiring to provide for greatly ex- 


panded power needs to come. 

Check your wiring plans now. 
Avoid costly alteration shutdowns 
later. Call in your consulting or plant 
power engineer, electrical contractor 
or power salesman. Hear what they 


say about the wisdom of soundly 


planned wiring and service equip- 
ment. Anaconda Wire & Cable Com- 
pany, Subsidiary of Anaconda Copper 
Mining Company. General Offices: 
25 Broadway, New York City 4. Chi- 
cago Office: 20 North Wacker Drive 6. 
Sales Offices in Principal Cities. 


Afawon ANACONDA WIRE & CABLE COMPANY 
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THE ATTIC FAN 





SELLING FEATURES 


Every experienced fan dealer knows, there are attic 
fans ... and Attic Fans. Many varieties were manu- 
factured before the war. Many more are being 
readied for the 1946 market. 

But only Coolair offers this line-up of genuine 
features that means easy selling, simplified installa- 
tion and no kickbacks from your customers: 


Patented Spring Mounting for extra 
quietness. 


Oversize Ball Bearings of finest makes. 
Eight sturdy Steel Blades. 
Streamlined Inlet. 


Welded Steel Construction through- 
out. 


Many other features. 


During the war years of intensified fan production 
for military requirements we made many small but 
important improvements in our design and produc- 
tion methods. More than ever, the Coolair fan is 
precision-engineered for lasting quietness and satis- 
factory performance. 

If you haven’t yet lined up to handle Coolair fans 
in 1946, get in touch today with the Coolair distributor 
or agent for your territory, or write us for information. 


While many uncertainties still exist in 
the production picture, we are furnishing all 
Coolair dealers and distributors the best ship- 
ping estimates that can be made on the pro- 
duction schedule we hope to maintain. 


A full description of the Coolai line, with tables showing 

models, dimensions, | data, etc., can be found in 

SWEET’S CAT. AS.H.V.E, GUIDE 
BUYER'S REFERENCE 


AMERICAN COOLAIR 


CORPORATION. . Manufacture 


em 3604 MAYFLOWER STREET “=m 
JACKSONVILLE 3, FLORIDA 
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PVX 


REGISTERED TRADE MARK 





Thermo-plastic Insulated conductors 


FEATURES 


. Small overall diameter—Easy to handle. Requires smaller holes 
. Lighter weight—Facilitates handling during installation 
. Type T conductors—Insulated with long-life thermo-plastic 


compound 


. Small diameter of conductors—Requires less space in outlet boxes 
. Positive conductor identification—Insulation has permanent color 
. Conductor insulation—Resistant to oils, acids and alkalies 

. Insulation and braid—Both are flame- and moisture-resistant 

. Improved braid finish—Smooth, non-tacking and non-marking 

9. 


Free stripping—Braid, paper armor and insulation all free strip- 
ping 
High rating—Approved for 60 degree C operation 


You'll like high quality PVX cable. Its small diameter and 
light weight make it easy to install. Its Type T conductors are 
insulated with thermo-plastic compound which is resistant to 
oils, acids, and alkalies. These conductors are protected with an 
improved crushed paper armor and covered with a tough mois- 
ture-resistant overall braid. The whole assembly can be freely 


stripped. 


PVX is recommended for open and concealed work in 


homes, farm buildings, etc., where permitted by local codes and 
the National Electrical Code. 
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4a OTHER G-E BUILDING WIRES AND CABLES 
i fl it In addition to PVX there are many other im 
i wires and cables in the G-E line—wires and 
y cables for every purpose. G-E building wires i oO 
f include Types T, TW, R, RH and RW in sizes 
/ No. 14 to 2,000,000 CM. G-E cables include 
BX armored cable, BraidX non-metallic 
Z sheathed cable and service entrance cable 
Type SE in all wanted sizes. These wires and 
cables are carefully made, uniform and have 
.: high quality. 
For further information on the new PVX cable or on other G-E wires and 
: cables see the nearest G-E Merchandise Distributor or write to Section W1610-16, 
Underwriters’ Approved for Appliance and Merchandise Department, General Electric Co., Bridgeport, Conn. 
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Appliance Dealer Survey 
Diseloses 1946 Plans 


APPLIANCE dealers are extreme!y 
optimistic about the immediate fu- 
ture; they are planning extensive store 
improvements; nearly all of them plan 
to carry complete lines of household 
electrical appliances; they are cxpect- 
ing at least half of their 1946 sales to 
be made on their display floor with 
the sales divided about evenly bctween 
new users and those replaciuig old 
equipment; the majority of dealers ex- 
pect their principal competition to 
come from independent retail outlets 
like their own; and more than half of 
them expect to make a special promo- 
tional effort to sell rural customers. 

These are just a few of the 
highlights indicated by returns in 
ELectricaL Sourn’s Annual Survey 
of Electrical Appliance Merchandising 
Plans and Practices. Questionnaires 


Percentage of Dealers that Plan to Sell 
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All Dealers | 328 66 49 

Appliance Stores | 73 75 63 
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Furniture Stores | 24 46 23 
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Hardware Stores | OL 63 38 


Department Stores 
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were distributed to more than 5,060 
retail electrical appliance outlets, in- 
cluding appliance stores, turniture 
stores, hardware stores, and depart- 
ment stores. A special questionnaire 
was distributed to all of the principal 
light and power companies of the 
South and Southwest. 

To make certain that the analysts 
which follows would represent the 
viewpoint of the “‘average’’ appliance 
dealer, only those questionnaires were 
included which were answered com- 
pletely. This included approximately 
15 per cent of the 5,000 sent out. 
Replies from the light and power com 
panies represented approximately 75 
per cent of those mailed out. 

Of the appliance dealers replying, 
2pproximately 66 per cent were located 
in downtown areas with the balance in 


WHAT THEY PLAN TO SELL 


neighborhood locations. Nearly every 
dealer is planning some store improve- 
ment. Following are the most fre- 
auently mentioned improvements and 
the percentages of dealers planning 
them: 


Improvement Per Cent: 
Better Lighting 57 
More Display Area 52 
New Store Front 29 
More Window Area 23 


It should be explained that the 
term “appliance dealer’ as used in this 
analysis applies to electrical appliance 
outlets of all types. When specific 
types of dealerships are referred to, 
these will be designated as appliance 
stores, hardware stores, furniture 
stores, department stores, etc., the des- 
ignation indicating the type of busi- 
less representing the largest part of 


Various Ulectrical Appliances 
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46 46 33 51 


company stores not 


1946 


37 56 0 5 42 37 


49 21 42 0O 54 33 35 39 12 


included in totals for “All Dealers” 
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Percentage of appliance dealers plan- 
ning store improvements. 


the outlet’s total business. Percent 
ages given in the following paragraphs 
may not add up to 100 per cent— 
the balance representing those undc 
cided on a particular question. 

Of special interest is the accom- 
panying tabulation listing some 22 dif- 
ferent electrical appliances or devices 
and the percentage of dealers who plan 
to carry them in 1946. Radios, irons, 
ranges, refrigerators, and washing ma- 
chines appear to be the most popular. 
Stokers, water pumps, oil burners, and 
attic fans are among those reported by 
the smallest number of dealers. All of 
the latter items usually require con- 
siderable installation work and are 
therefore more likely to prove more 
attractive to heating and ventilating 
companies and plumbing companies. 

It is particularly interesting to note 
the large percentage of dealers who 
will handle dishwashers, disposal units, 
home freezers, ironers, room coolers, 
and water heaters. 

As might be expected, the appliance 
stores as a group will carry a more com- 
plete line of appliances than some of 
the other outlet groups. Hardware 
stores appear to be next in this regard. 


Utility Merchandising Plans 


Of the light and power companie: 
(listed as utility companies in table) 
some 46 per cent will sell no appli- 
ances. The other 54 per cent have 
various policies for 1946. The extent 
to which they will merchandiise is in- 
dicated to some extent by the table 
showing the appliances they plan to 
sell. A little more than half of them 
will sell lamps, irons, and table appli- 
ances. About a third will sell most 
other appliances. Nearly all of the 54 
per cent who will continue to sell mer- 
chandise will have outside salesmen, 
indicating that this group will have a 
fairly aggressive merchandising policy. 

In answer to the question “Are you 
planning a comprehensive program for 
assisting cooperating electrical appli- 
ance dealers in your territory in 1946?” 
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91 per cent answered affirm- 
atively. The accompanying 


Percentage Which Will Carry 


tabulation shows 17 different Appliance ILLine 2Lines 3Lines 4 Lines 

kinds of cooperative services — = +4 R. 5 
is ~ ies anges é é ‘ 5 

which the light and power se el 28 3 16 10 


companies will offer dealers 





and the percentages which 
reported they would offer 
such service. 

Following are the principal services 
to be offered and the percentage of 
companies reporting that they will 
offer «such service: advertising will 
recognize and support dealers, 91 per 
cent; assistance in training dealer sales- 
men, 81 per cent; home service depart- 
ment follow-up on dealer sales of 
major appliances, 81 per cent; con- 
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Percentage of appliance dealers plan- 
ning to handle established major ap- 
pliances. 
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Washing Machines 
Water Heaters 


ducting inspirational meetings on ap- 
pliance opportunities and possibilities 
with dealers and salesmen, 79 per cent. 


Several Lines Carried 


Although some 53 per cent of the 
dealers replying to the questionnaire 
indicated that they would carry the 
full line of appliances of at least one 
manufacturer, less than half indicated 
that they would carry only one line 
of major appliances such as refrigera- 
tors, ranges, and washers. On these 
three appliances, the percentage indi- 
cating that they would carry one, two, 
three, or four different lines were as 
shown in the table. 

The percentages given above were 
very nearly the same for all different 
types of dealers. 


Sales Organization 


Only 35 per cent of the appliance 
dealers are planning to employ a sales 
manager but 76 per cent of them are 


planning to establish an outside sales 
force. Only 17 per cent appear t 
feel justified in employing outsidc 
salesmen immediately but the other 
59 per cent ‘will add such a force latcr 
on. The most popular method of re 
munerating salesmen is the combina 
tion salary and commission plan re 
ported by 53 per cent of the dealers. 
Only 16 per cent reported that they 
would pay their salesmen a straight 
commission and 5 per cent reported 
“salary only” as the basis for payment. 

Nearly all dealers have recognized 
that additional incentives must be em- 
ployed in order to obtain and keep 
good salesmen. ‘Typical of the “in- 
centives” many will provide for their 
salesmen and the percentage reporting 
it are the following: 


Vacation with Pay 16% 
Group Insurance 19% 
Hospitalization 14% 
Retirement Plan 6% 


Many dealers find it pays to have 
salesmen specialize on certain groups 
of appliances or even specific appli- 
ances. Of those replying to the ques- 
tionnaires, 40 per cent reported that 
their salesmen would specialize on cer- 
tain groups of appliances, while 28 per 
cent reported that their salesmen 
would specialize on specific appliances. 

Sales meetings and sales manuals 
are the principal mediums reported by 
dealers for the training of salesmen, 66 
per cent and 51 per cent, respectively 
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Percentage of appliance dealers plan-- 
ning to handle certain less well-estab-- 
lished appliances. 
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HOW LIGHT AND POWER COMPANIES PLAN TO COOPERATE WITH ELECTRICAL APPLIANCE DEALERS 


- 


Service to Be Offered Cooperating Dealers 





Assistance in selecting store locations and making store layouts 


Analysis of the dealer’s potential market and suggestions as to how it can best be reached 


Preparing suggestions for effective merchandise displays, for stores and windows, and furnishing display 


materials from time to time 


Assistance in locating, and selecting salesmen 


Assistance in training dealers’ salesmen 
Planning and developing balanced sales programs, along with development of store traffic 


Conducting inspirational meetings on appliance opportunities and possibilities with dealers and salesmen 


Preparation of dealer newspaper and other advertising material 


Development of joint advertising programs in newspapers 


Development of joint dealer displays and exhibits in major communities 


Development of sound trade-in and resale practices 


Development of time payment financing of dealer sales and collection of monthly payments 


Assistance to dealers in establishing effective appliance service and repair departments 


Assistance to dealers in training service department personnel 


Development for use of dealers of prospect lists and lists of users 


Home service department follow-up any dealer sales of major appliances 


Advertising to recognize and support dealers 


reporting they will use these methods. 
Only 16 per cent expect to use slide 
films and only 6 per cent expect to use 
correspondence courses. 


The Appliance Market 


Fifty per cent of the dealers expect 
that their largest sales volume in 1946 
will résult from display floor sales, 
while 37 per cent expected outside 
sales to constitute their largest volume. 
This matter will depend to a large ex- 
tent upon the type of store and this 
was one of the few questions where 
the replies from the different type of 
outlets varied rather widely. 

In the case of the appliance stores, 
41 per cent expected their largest vol- 
ume from floor sales and 45 per cent 
fiom outside sales. Corresponding 
figures for furniture stores were 63 per 
cent and 23 per cent; for hardware 
stores, 60 per cent and 32 per cent; 
and for department stores, 70 per cent 
and 22 percent. The inference is that 


appliance stores have not yet develop- 
ed the store traffic available to the 
other type of store and must therefore 
look for a substantial volume from 
outside sales. 

Asked where they expected to find 
their most serious competition, the 
dealers reported as follows: Outlets 
like their own, 51 per cent; chain 
stores, 34 per cent; and light and 
power company merchandising, 1] per 
cent. 

Asked specifically whether power 
company merchandising affected their 
sales volume, 25 per cent reported that 
it helped, while 49 per cent reported 
that it hurt. The majority of dealers 
believed that nationally advertised 
price policies, such as adopted by some 
electrical manufacturers, would help 
them. 

Most dealers appear to be of the 
opinion that there will be ample busi- 
ness for all in 1946 and that keen 
competition will not begin to be felt 
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Percentage ; 
Offerin« Service 


Ss 4 
‘ 


65 


81 


91 


much until the latter part of the year 
Apparently, they are planning to capi- 
talize on the immediate demand and 
defer comprehensive promotional plans 
until a later date. Considering the 
matter of prospects, for example, we 
find that 73 per cent are maintaining 
a prospect file, but only 54 per cent 
have a file of users sold in the past and 
only about a third are planning to re- 
ward users or non-selling employees 
for supplying names of prospects. 
The advertising media considered 
most effective and the percentage of 
dealers reporting it are as follows: 


Newspapers 85 
Direct Mail 51 
Telephone Directory 10 
Radio Spots 39 
Billboards 16 
Handbills 13 
Movie Trailers ll 
Road Signs 9 
Shopping News 7 
Car Cards 3 


(Continued on page 82) 
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Figure 1—Room 200 of the W. M. White School, Mexia, Texas, plan of typical 

room as found. Foot-candle readings indicated in desk outline were taken on 

desk tops with ten inches of upper windows and eight inches of lower windows 

not covered by shades. Readings at upper right and left corners of desks taken 

vertically at 45 degrees to normal line of sight. Survey made February 14, 

1945, on a sunny afternoon. The photo above and the one over Figure 2 are 
actual “before” and “after” photos of these school rooms. 
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By W. E. Folsom* 


MANY illuminating engineers have 
come to the realization that seeing is 
not simply a matter of high foot- 
candle levels of light. They are con- 
cerned, rather, with helping to create 
the right brightness relationship be- 
tween all elements of a visual field. 

The problem of providing condi- 
tions for comfortable and efficient vis- 
sion in school rooms is especially im- 
portant because “young” eyes require 
special care if their natural effective- 
ness is to be preserved for life. Prob- 
lems involved in improving visual con- 
ditions in schools have been receiving 
some scientific study in recent years 
and the results not only point the way 
to the establishment of better class- 
room conditions, but are far reaching 
as they affect the practice of all light- 
ing for seeing, in offices, factories, and 
elsewhere. 

In a majority of school rooms the 
windows, occupying a large area of the 
left wall of the room, are a fixed and 
predominant feature of the room. 
These windows transmit daylight 
which in most cases is the primary 
illumination. In the consideration of 
school lighting, therefore, it seems de- 
sirable to start with the control of 
this natural light and then provide an 
artificial lighting system which will 
make a high order of vision possible 
during times when daylight is inade- 
quate or lacking. 

It became evident several years ago 
to the officials of the Texas State De- 
partment of Health that all was not 
well with the school children of ‘Texas. 
A Division of School Health Services 
was established to study health prob- 
lems of school children and to deter- 
mine the effect, if any, of classroom 
environment and activity on the stu 
dents’ well-being. This work has been 
carried on during the past six years 
under the active direction of Darell 
Boyd Harmon, Ph.D., a specialist in 
education and in the educational as 
pects of child development. 

Cooperating in this program is the 
Texas Inter-Professional Cominission 
on Child Development—an advisory 
group representing all the professions 
concerned with school room environ- 
ment. This includes such organiza- 
tions as the Texas State Teachers As 
sociation, the State Medical Associa- 


*Mr. Folsom is illuminating engi- 
neer for the Dallas Power and Light 
Company, Dallas, Texas. 
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tion of Texas, the Texas State Dental 
Society, and others, including the 
Illuminating Engineering Society, 
Southwestern Section. 

During the first three years of this 
program, as a preliminary study, a 
screening survey was made including 
about 160,000 elementary school chil- 
dren in over 4,000 Texas classrooms. 

These tests revealed (see Ref. 1 at 
end of article) that 59 per cent of 
Anglo-American children in elenmien 
tary schools have refractive eye defects 
or various eye disturbances, deter 
mined by manifest examinations, that 
are affecting or distorting their visual 
sensations. Of the first grade children 
studied, only 18 per cent had these 
defects, but the percentage increased 
to 40 per cent in the third grade. By 
the end of the elementary school pe- 
riod, 82 per cent had eye defects. 
Some of these defects were visual dis 
turbances not related to refraction. 
Furthermore, it was found that 30 per 
cent of these children had disturb 
ances of posture, and 71 per cent had 
apparent signs of nutritional defects. 

Illuminating engineers may well be 
concerned with these figures because 
it appears that the failure to properly 
control light, either natural or artifi- 
cial, is one of the factors contributing 
to the incidence of these defects. In 
adequacy of light, improper seating. 
and improper arrangement of work- 
ing materials were also factors. 

Analysis of the preliminary screen- 
ing tests indicated that such environ 
mental factors as the above were af- 
fecting the children posturally and 
otherwise. In assuming a pose, with 
the body out of balance in an effort 
to overcome glaring light, the child 
was using excessive energy in some of 
his back muscles and elsewhere at the 
expense of energy requirements for 
other bodily functions. 

The results of the preliminary tests 
indicated a course to be followed by 
more intensive studies. These studics 
carried on in several schools in the 
Austin area verified the initia! findings 
and provided an opportunity for cor- 
recting the various faulty environment 
factors experimentally. 

In one school in which intensive 
studies of the effect of controlled en- 
vironment were made, initially 53.3 
per cent of the 396 children cnrolled 
had functional or organic visual diffi 
culties. Another test was given six 
months after the rooms had been re- 
decorated, the seats rearranged, and 
means of daylight control provided, 
and it was found that only 22.8 per 
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Figure 2—Room 300, plan of redecorated room, which is located immediately 
above room shown in Figure 1. Upper half of windows are covered by muslin 
diffuser. Desks are arranged so that line of sight of each child is at 50 de- 
grees to front mullion of front window. Opaque baffle covers lower nine inches 
of lower window. Remainder of lower window covered by shade (see Fig. 3). 
Foot-candle intensity on desks measured at 20 degrees to horizontal. Readings 
taken within few minutes of those shown in Fig. 1 and in a similar manner. 
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Figure 3—Schematic cross section of 

window in Room 300 (Fig. 2) show- 

ing location of diffuser and baffle 
for the control of natural light. 


cent of the children showed refrac- 
tive eye difficulties—a reduction of 
57.1 per cent. There was also a 
marked reduction in nutritional diffi- 
culties and signs of chronic infection. 


Having established a pattern for 
correcting classroom surroundings, 
demonstration centers were selected 
in various parts of the state to ac- 
quaint neighboring school authorities 
with the latest developments in school 
room arrangement, decoration and 
lighting. One such center is located 
at Mexia, Texas, in the W. M. White 
school, and was selected for a critical 
appraisal by a group of illuminating 
engineers. (See Ref. 2.) 

The school building involved is 
about 25 years old and of tvpical de- 
sign. Room size averages 21 ft. by 
28 ft., a window arrangement averag- 
ing 25 per cent of the floor area covers 
most of the left wall. The ceilings 
were medium gray in color with a re- 
flection factor of approximately 20 
per cent. Blackboards extended around 
three sides of the room, the walls 
above and below the blackboards and 
windows were painted a buff color, 
having a reflection factor of 40 per 
cent. Wood trim was dark mahogany, 
and floors were natural wood darkened 
by years of use. 

The seating arrangement in a typi- 
cal room, as found, consisted of 
straight rows of seats parallel to the 
window wall. Figure 1 diagrams a 
typical room, No. 200. 

Observations indicated that chil- 
dren seated in the uncorrected room 
tended to tilt their heads in an effort 


26 





to eliminate the glare of the light en- 
tering the windows. This tilt of the 
head in some cases became a twist of 
the body, and a body stress was pro- 
duced. The fact that the work on the 
desk was being looked at sideways 
from an unnatural position tended in 
some cases to increase seeing difficul- 
ties. ‘The window shades were par- 
tially drawn in an attempt to elimi- 
nate direct sunshine. Conditions of 
high contrast between the light and 
dark surfaces of the room were pres- 
ent and tended to create an unpleas- 
ing atmosphere. 

Now, a visit to one of the remod- 
eled and redecorated rooms in the 
White school presents a definite con- 
trast. The room and the environment 
are entirely d.fferent. 

The gray ceiling has given away to 
a white ceiling, painted with the flat- 
est paint available, having a reflection 
factor of 80 per cent. Similar paint, 
with a reflection factor reduced to 70 
per cent by the addition of a few 
drops of lamp black, was used for end 
walls. The inside wall of the room, 
since it receives light from the win- 
dows more directly than the end walls, 
is finished to a reflection factor of 60 
per cent so that apparent brightnesses 
of all walls will be the same. Wood 
trim was finished with the same paint 
reduced just a little more to produce 
a reflection factor of about 50 per 
cent. 

The artificial lighting, consisting of 
two centrally located enclosing glass 
units with 60-watt lamps, remains 
unchanged, although experiments are 
preceeding in the selection of the 
lighting system to be installed even- 
tually. (See Ref. 3.) This was done 
as indicated on Figure 2, by arranging 
the seats in arcs in such a way that 
each child’s vision of light is at 50 
degrees to the front mullion of the 
front windows. The angle of 50 de- 
grees was determined as a balance be- 
tween the elimination of peripheral 
glare and body shadows on the work. 
Desk tops have been given a natural 
wood treatment to increase their re- 
flection factor to more nearly that of 
the work. This is an important fea- 
ture in the project of minimizing 
visual contrasts. Reflection factors of 
from 35 to 50 per cent are considered 
suitable for desk tops. 

All clements of this room rearrange- 
mcnt are important, but if one feature 
is more important than another it is 
the treatment of the windows, indi- 
cated schematically in Figure 3. The 
upper half of the glass area is covered 
by a screen which permits from 50 
per cent to 60 per cent of the light 
to be diffused into the room. 

This screen or diffuser is made ex- 





perimentally of muslin on a 1 inch by 
2 inch wood frame mounted at an 
angle of about 30 degrees to the sash. 
Use of the muslin is not ideal as far 
as maintenance is concerned and morc 
desirable diffusing surfaces are now 
being tested. The diffusers were orig 
inally arranged to be lowered on 
cloudy days, but it was found that it 
was unnecessary to remove them at 
such times. The shade over the lower 
half of the window is closed to shut 
out direct sunshine, but at other times 
is raised. Ventilation is provided fo1 
by the placing of an opaque baffle at 
an angle of 45 degrees into the room 
over the lower nine inches of the 
window. This permits the entrance 
of outdoor air when the shades are 
lowered because of sunlight. 
Comparing Light Quality 

Figure 1 indicates light intensity 
readings (in foot-candles) on typical 
desks in an uncorrected room. Figure 
2 shows similar readings for a condi 
tioned room. These readings were 
taken at 20 degrees to horizontal, 
which is an angle recommended for 
school desk tops in positioning the 
head for work. In Figure 1, Room 200, 
the lower shade covers all but the 
lower eight inches of the window and 
the upper shade was raised to within 
10 inches of the top of the window. 
A large part of the natural light is thus 
eliminated. 

The intensity figure at each corner 
of the desks is an indication (though 
an unscientific one) of the amount of 
light striking the eyes at 45 degrees 
to normal in a vertical plane at each 
side of the line of vision. That there 
are many times more light striking 
from the left than the riglit is an un- 
desirable, unbalanced condition. It 
is more unfortunate that more light 
strikes the eyes than the work. This 
is a stress-producing force. It may also 
be noted that there is a high ratio 
between the light on the desks by the 
window and the horizontal reading on 
the inner chalk rail—the ratio being 
about 9 to 1. Brightness ratios 
throughout the room are cxtrcmely 
high. 

In Room 300, Figure 2, the lower 
shade is closed and the diffuser cov- 
ers the upper half of the window, per- 
mitting the entrance of diffused sun- 
light. Corresponding light intensity 
readings on desk tops will be scen to 
be much higher, while readings of 
light coming into the eyes from the 
left is very much reduced. Ratios of 
light striking the eyes from 45 degrees 
left and right are also materially re- 
duced. This is a much more desirable 
condition. It will also be noted that 
the ratio of maximum light cn a desk 

(Continued on page 88) 
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THE RIGHT USE of display is 
as vital to successful merchandis- 
ing as advertising, sales training and 
sales personnel. Good display speeds 
the selling job by making merchandise 
easy to want, easy to buy, easy to 
sell. The size and condition of your 
store, its location, the competitive sit- 
uation in your neighborhood, the 
amount of money you have to spend, 
will determine the kind and number 
of improvements you may make. But, 
whether you do a simple or an elab- 
orate job, invest thousands of dollars 
or just a few—the fundamentals are 
the same. 


What the Customer Sees 


To begin your job ‘of store mod 
ernization go across the street, stand 
on the curb, and take a good look at 
your store. Does it do a good job 
for you in competition with the other 
store fronts in the neighborhood? 
Does it tell. at a glance what busi- 


*Mr. Baird is sales promotion man- 
ager of the Appliance Division, Wes!- 
inghouse Electric Corporation, Man.s- 


field, Ohio. 


By J. G. Baird* 


ness you are in and who runs it? 
Does it look like the sort of a store 
that you would go to for your kind 
of merchandise? The job of the store 
front is to attract customers to your 
store and to serve as a frame for the 
display window. 

After the store front has attracted 
the customer, it is up to the window 
display. to stop her and convert that 
“passing glance” to a good second 
look and then get the customer to 
come into the store. This objective 
can be accomplished by the right 
combination of lighting, coloring, and 
handling of. merchandise. The suc- 
cessful window background stays in 
the background and pushes the mcer- 
chandise into the public eye. 

A good general lighting of the 
window is imperative. This may be 
supplemented with spotlights used 
to direct the eye to featured products 
or to highlight several products. 

Do not attempt to establish your 
window coloring until the intensity of 
lighting has been established. Colors 





Make Your Appliances Easy to buy 


look different according to the light 
in which they are exposed, so check 
your color samples in daylight and at 
night, under both fluorescent and 
incandescent light. 

Whether the window background 
itself be screens, or panels, or fabric 

whatever you do, do not place high 
luster merchandise like refrigerators 
and table appliances in front of a shiny 
background. Dull finished materials 
provide the dramatic contrast that 
emphasizes the sparkle of the prod- 
ucts and shows them to best ad 
vantage. 


Interior Lighting 


In lighting the electrical appliance 
department inside the store, you 
should establish a lighting level that 
will help convey the spirit of modern 
electrical living. Lighting should en- 
able shoppers to inspect merchandise 
comfortably. The source of light must 
not be obvious and the fixtures should 
appear to be a part of the basic store 
design. The lamp itself should be 
shielded to avoid glare. A general 
tule for appliances is to use 35 to 50 
foot-candles for overall illumination 
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kitchen appliances and the radio-record section for suggestive selling. 


equipment is located between the 


The combination 


kitchen-laundry draws traffic to the back of the store, and permits ample space for demon- 
strations. The refrigerator specialties section is treated as a separate unit for maximum 
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One large mural of various kinds 
of foods is used to form an ex- 
cellent background for either a re- 


frigerator or a home freezer. 


and double that amount in show- 
cases and in special display arrange 
ments. 

Here again spotlights should be 
used to highlight merchandise or to 
attract attention to special displays. 

On approaching the problem of 
coloring for a store interior, many 
factors are involved—but perhaps the 
most important is the level of store 
illumination. Here again color samples 
should be checked in the actual light 
ing, as colors vary greatly under type 
of lighting and light intensity. 

In the display areas color may be 
used to set the mode for a particular 
kind of product. For example, cool 
greens and blues for refrigerators— 
warm glowing reds for electric ranges, 
gay colors for gift appliances. 


Three Display 


Principles 


In appreaching the problem of lay- 
ing out the store space and allocating 
products to various floor areas, the 
first principle is to try to keep all 
high products, such as refrigerators, 
against the wall. The practice, much 
too common, of placing refrigerators 
back to back in the general floor 
area or grouping them around col- 
umns not only cuts off the view of 
most of the other merchandise, but 
also gives the appliance department 
something of a cemetery look. 

Another interior display principle 
is to have all refrigerators connected 
so lights operate when the doors are 
open, and to have all ranges con- 
nected to 110-volt lines so surface and 
oven lights operate. It is only neces 
sary to have a demonstration range 
connected to a 220-volt line. 

And a third principle is to provide 
everything necessary to do a com- 
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This floor display has a four-inch 
platform to add greater importance 
to the products, and a four-foot 
background that does not obstruct 
the view. If there is enough space, 


all laundry equipment may be 
shown on one side, and related 
products on the other. 


plete demonstration job. This is par- 
ticularly true of the ai tomatic cycle 
washer, the Laundromat. Customers 
want to see soiled clothes go in—and 
clean clothes come out. In selling the 
dryer, the customer wants to see wet 
clothes go in and dry clothes come 
out. This may mean a serious installa 
tion problem and considerable ex 
pense in providing adequate hot wa 
ter, drain and wiring facilities—but 
the investment will pay off in in 
creased sales. 

The ideal demonstration 
the complete kitchen and complete 
laundry, for here the demonstration 
can be made in a home-like setting. 
There is a tremendous interest with 
the homemaker today in the first 
floor laundry which has been made 
possible by the automatic cvcle wash- 
er and dryer. This means that the 
combination kitchen-laundry is the 
ideal demonstration center where 
idequate space is available. 

The kitchen-laundry, in addition to 
product demonstration facilities, serves 
as a selling center for kitchen cabinets 
and helps the homemaker visualize 
and plan her own complete electric 
kitchen and laundry. 

Vacuum cleaners, too, must be 
demonstrated if they are to be sold 
Carpet is, of course, a “must,” but 
why not use swatches of various kinds 
of carpeting so the demonstration can 
be made on a piece of carpet similar 
to that in the prospect’s home. A 
very effective vacuum cleaner selling 
center can be developed in a living- 
room setting that provides all the 
accessories necessary to demonstrate 
cleaner attachments. These can in- 
clude venetian blinds, drapes, uphols- 
tered furniture, floor lamps. 


room is 


a 


a | 





This display shows a method of 
combining uneven shapes so that 
each product receives equal atten- 
tion from the prospective customer. 


What About Platforms? 


One of the debated questions is 
the use of platforms under major 
appliances. We feel that a platform 
gives added importance to the prod 
uct, but it should be used only with 
products that cannot be moved. For 
example, you would not use. a_plat- 
form with the wringer washer or the 
ironer. In either case the product may 
be rolled off the edge of the plat- 
form. Then, too, you may want ‘c 
seat the prospect at the ironer for a 
demonstration. 

Where a platform is used, we sug- 
gest that it be no more than four 
inches high or 28 inches deep—just 
big enough to hold the appliance. 
The customer does not want to be 
put on display so she will not stand 
up on the platform for a demon- 
stration. 

On table appliances it is rather 
generally agreed that it takes mass 
display to do the best job. This mass 
ing of products, however, should be 
patterned masses that convey an im- 
pression of wide selection, yet permit 
the eye to quickly pick o:.t a single 
item for closer inspection. Appliances 
of each type should be kept together 
for easy comparison, and they should 
be well spaced and within casy reach 
for customer examination. 

The service department has come 
into its own during the war years 
Many an appliance dealer has found 
this a profitable operation. Then, 
too, the service department customers 
are the perfect prospect list for new 
merchandise as it becomes available 
The service department should be 
takcn out of the “greaseball’” opera- 
tion and given not only adequate 
floor space and equipment, but a 
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display treatment of the service count- 
er that recognizes the importance of 
this operation. 

Remember that most of this busi- 
ness in the store is done with women 
—so make the treatment of the service 
counter attractive to women. This 
suggests interesting coloring and smart 
display of replacement items. Why 
not provide stools so that the cus 
tomer may be comfortable while wait- 
ing for the quick repairs. If the re- 
pair shop itself is neat, well organ- 
ized, and attractively colored, you 
might consider providing a glass panel 
so the repair operations may be viewed 
from the store to capitalize on this 
end of the business. 


How to Lay out Your Store 


On approaching the problem of 
store layout, the following steps are 
suggested: 

1, Draw an accurate scaled plan 
of the floor of your store—probably 
about 4” to the foot. Indicate all 
columns, door and window locations, 
stairs, etc. 

2. Make a list of all products that 
you want to display. Make up this 
list by brand names and the number 
of items of each kind. 

3. Make cut-out paper units for 
each appliance in the same scale as 
your floor plan. Make enough of 
these to cover off the full list of 
appliances you plan to display. 

4. Make paper cut-outs to represent 
kitchens and laundries and other spe- 
cial display or space taking elements 

5. Try to fit these pieces into the 
available floor space. If it appears that 
you cannot do an adequate display 
job on a large number of lines—then 
it is best to do a good job on fewe1 
lines. Keep all products of a type to 
gether and arrange them for step-up 
selling. 

6. After you have succeeded in 
achieving a good arrangement of the 
product—then determine your display 
treatment. 


7. At this point check your light- 


ing to be sure that you will have 
not only good general illumination, 
but supplementary spotlights located 
where they can highlight the mer- 
chandise. Plan both your display and 
your lighting so they are flexible. 

8. After establishing the light in- 
tensity for the store, then make up 
your color selection. 

9. Plan the store wiring so that 
adequate facilities are available to do 
a good display and demonstration job. 
At the same time provide for plumb- 
ing and drain facilities. 

Westinghouse has made available to 
its dealers a group of store modern- 
ization ideas in a brochure called 
“The Look Book” in which these 


fundamentals of good store display, 
including store fronts, interior dis- 
plays, service areas, truck painting 
and ten complete store plans are ex- 
plained and illustrated in color. The 
book also features graph paper for 
making scale plans of store interiors 
and cut-outs to simulate appliances 
and display areas such as the kitchen- 
laundry. The book is available through 
local Westinghouse distributors. 

As you tackle the job of planning 
your store, remember that display is 
not an end in itself, but is simply a 
means to selling merchandise. That 
means it must, to be effective, make 
merchandise easy to want—easy to 
buy—easy to sell! 

Easy to want means the merchan- 
dise must be attractively displayed so 
it looks desirable—like something the 
homemaker would like to own—would 
like to see in her own home. 

Easy to buy means that she must 
understand all the sales points that 
are made. She must find it easy to 
compare features — preferably with 
products side by side. 

Easy to sell means that the product 
must be arranged for selling—either 
up or down; that adequate demonstra- 
tion properties are available; that 
lights operate; that the entire atmos- 
phere of the store and of each selling 
center is conducive to sales making 
not simply to expedite a quick sale. 
but in a way that assures completc 
long-time customer satisfaction 


WESTINGHOUSE 
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Satisfied Customers 
Promote Most Sales 


SEVENTY-FIVE per cent of 
dishwashers and 70 per cent of gar- 
bage disposal units are sold by electri- 
cal dealers, it has been announced by 
C. J. Enderle, manager of the General 
Electric Company’s electric sink and 
cabinet division. 

“Only about 20 per cent of dealer 
sales, however, came about as a result 
of educational work by the dealers 
themselves,” Mr. Enderle said. “Most 
people first learned about the dish- 
washer and Disposall through -dvertis- 
ing or friends. 

“Customer satisfaction indicates 
that many hundreds of thousands 
more of these two appliances can be 
sold by dealers if they will do a more 
aggressive selling job,” he added. 

Citing the results of a recent survey 
of dishwasher and Disposall users, En- 
derle disclosed that 94 per cent of 
those interviewed would not dream of 
parting with their dishwasher regard- 
less of the price offered. Ninety-two 
per cent of Disposall users feel the 
same way. 

Practically 100 per cent say the dish- 
washer is simple to operate; 60 per 
cent say it is self-cleaning; 82 per cent 
say they have less dish breakage using 
the dishwasher. 

In the case of the Disposall, 99 per 


(Continued on page 90) 
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People filled the Dallas Power & Light Company lobby during the appliance show. 


Dallas Electric Home Exposition 


INDICATIONS were that at the 
end of December, 100,000 persons 
would have visited the Dallas Elec- 
trical Home Exposition, an advance 
showing of appliances that are expect 
ed to be available to the consumer in 
the near future. 

Thirty-one Dallas distributors repre- 
senting more than 50 manufacturers 
participated in the show and the many 
booths provided a display of practically 
the entire line of home appliances, 
from refrigerators and washing ma- 
chines to mixers and ironcrs. 

This Electric Home Exposition was 
sponsored by the Dallas Power and 
Light Company, and the firm’s main 
lobby was turned over to exhibitors 
and their booths. 

A spokesman for the power com- 
pany said this showing—from Dec. 1 
to Dec. 31, and perhaps the first of 
its kind in the nation—was conceived 
with the idea of making the public 
electrical appliance conscious and to 
overcome the competition of other 
products. 

It was reported there were a few 
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expressions of opposition to a show 
of this nature so far in advance of con- 
sumer realization. But both the spon- 
sor and the participating distributors 
took the position that such a show 
would enable prospective purchasers 
to decide in advance on the appliance 
desired. This thought was explained 
in the Electrical Merchandiser, com- 
pany publication, in this manner: 

“With approximately 200 appli- 
ances to inspect, visitors will get a 
definite idea of what will be available 
in quantities when production lines 
catch up. If a prospect is interested in 
buying a particular appliance, he wants 
to see it, feel it, touch it, get his hands 
on it, so that if that article is on dis- 
play, chances are great that a future 
sale will be made.” 

The exposition ran daily from 8:15 
a.m. to 5:15 p.m., with distributor rep- 
resentatives on hand to talk with 
prospects. 

In a fashion reminiscent of pre- 
war days, the Dallas Power and Light 
Company took advantage of the occa- 
sion and introduced the exposition 


with ceremonies of high local pub- 
licity value. 

Speakers included B. F. McClain, 
president of the Dallas Chamber of 
Commerce; J. B. Cozzo, president of 
the Dallas Home Builders Association; 
J. M. McClure, president of the 
North Texas Chapter, National Elec- 
trical Contractors Association; W. G. 
Moore, vice president and assistant 
general manager, Dallas Power and 
Light Company. C. A. Tatum, com- 
mercial manager, was master of cere- 
monies. 

Distributors participating were: 

Adleta Show Case Co., Beckett 
Electric Co., Butler Brothers, Dallas 
Electric Supply, Electrolux Company, 
Firestone Stores, Frigidaire Corpora- 
tion, G. E. Supply Corporation, Gray- 
bar Electric Co., Hoover Company, 
Huey-Philp Hardware Co., Kelvinator 
Company, Lone Star «Wholesalers, 
Meletio Electric Supply, Norman- 
Young Appliance Company. 

Peaslee-Gaulbert Corp., Porter- 
Burgess, Raco Appliance Company, 

(Continued on page 87) 
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The lamp display at the right was 
not part of the Electric Home Ex- 
position but is typical of lamp pro- 
motion exhibits installed by Dallas 
lamp dealers during a special pro- 
motional campaign conducted by 
the local power company. This dis- 
play was on view at Sears, Roebuck. 
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At the left is one sec- 
tion of the appliance 
displays on exhibit in 
the lobby of the Dallas 
Power & Light Com- 
pany during Electric 
Home _ Exposition 
sponsored by the pow- 
er company and thirty- 
one electrical appli- 
ance distributors, 


Some of the participants 
in the opening ceremon- 
ies of the Exposition. 
Left to right, J. L. Me- 
Clure, president, North 
Texas Chapter, NECA; 
Miss Doris Dowdell; W. 
G. Moore, vice-preside 

and general manager of 
the Dallas Power & Light 
Co.; and B. F. McClain, 
president of the Dallas 
Chamber of Commerce. 
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Outlook for Eleetrie Utilities 
Optimistic for This Year 


SMALLER decline in industrial 
power use and more favorable outlook 
in electricity production than hereto- 
fore anticipated for the early postwar 
period; many requests for power sup- 
ply for new business, particularly small 
and medium-sized industries — this 
sums up conditions reflected in year- 
end advices now being received by the 
Edison Electric Institute from electric 
utility companies in various parts of 
the country. 

These developments are among the 
—_ of the story of the electric 
light and power industry in 1945 
which covers the climax of the war’s 
industrial activity and the country’s 
precipitate entry into the postwar per- 
iod. The year also brought to the 
fore the possibility of the use of 
atomic energy as a source of power. 

Since the V-Days the generation of 
power has followed the course of in- 
dustrial production after having made 
an all-time high record of 229,328,- 
540,000 kilowatthours during the 
twelve months ending with July 1945. 
The year closed with output running 
about 10 per cent under what it was 
at the end of 1944. 

Continued and notable progress 
was made during the year in the 
growth of household electric service. 
Other classes, particularly industrial 
power sales, declined sirice August, re- 
flecting the termination of war orders. 
For the year as a whole residential 
service showed the remarkable in- 
crease of 9 per cent over 1944. Small 
light and power and street lighting 
gained 1 per cent. On the other hand, 
electrified railroads lost 3 per cent 
and industrial service 6 per cent. 

In spite of the difficulties of ob- 
taining labor and materials for con- 
struction, nearly 800,000 more cus- 
tomers were added to the utilities’ 
books, bringing the total at the end 
of the year to almost 34,000,000. A 
considerable portion of the 800,00u 
were farm customers. 


Rural Service Extension 


Further progress in extending serv- 
ice to rural districts was made during 
the year. At least 150,000 additional 
farms were added to the lines of the 
business-managed electric utilities, and 
REA reports indicate that 120,000 
more farms were added on the lines 
of rural cooperatives. This brings to- 
tal electrified farms to slightly over 
3,000,000, which is over half of the 
5,950,000 farms in the country. Two 
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By C. W. Kellogg 


President, 
Edison Electric Institute. 


thirds of all the farms are already 
reached by distribution lines, although 
about 30 per cent of those reached 
are not yet taking the service. 

Only shortage of poles and materi- 
als prevented a further extension of 
rural lines in 1945. Assuming these 
shortages will be overcome, the util- 
ity companies expect to add about 
600,000 farm customers during the 
next three years, with the result that 
in many areas, particularly in the 
northeastern, east central, mountain 
and Pacific areas of the United States, 
the extension of rural lines to serve 
all farms will be complete for ail 
practical purposes. 


Construction 


Large expenditures for construction 
are contemplated for next year. Last 
spring the business-managed electric 
utility companies stated that they ex- 
pected to spend $400,000,000 for 
additions to plant and equipment dur- 
ing the twelve months following V-E. 
Day, as compared with actual expend- 
itures in 1945 of $225,000,000. Indi- 
cations at present are that this esti- 
mate will be reached and that the 
figure for the entire year of 1946, if 
ample materials and labor could be 
procured, would be double the 1945 
expenditures. 


Expressed in terms of actual physi- 
cal volume of materials and employ- 
ment however, total construction will 
probably approximate only the levels 
of 1939, because costs are now at least 
one-third again as much as they wer 
in the immediate pre-war years. 


New High in Household Use 


In spite of the “housing shortage” 
more than two million new homes 
have been established with electricity 
since Pearl Harbor in 1941. 

Household use of electricity re- 
cently passed another milestone in 
the electrical progress of America in 
registering a figure of 100 kilowatt- 
hours per month per average customer. 
For the year 1945 as a whole, the 
average residential electrical consump- 
tion is estimated to have been 1,225 
kilowatthours, an increase of some 74 
kilowatthours per year, or 6 per 
month, over the previous high record 
made in 1944. This gain took place 
in spite of the almost complete stop- 
page of the manufacture of appliances 
and is a striking example of the ap- 
preciation of electric service by the 
American public. 

The price of electricity continued 
its decline. According to the U. S. 
Department of Labor, the cost of 
gas and electricity to the household 
consumer, is now 95 per cent of the 

rewar base, as compared with a figure 

of 129 for the entire cost of living. 
Electricity and gas are the only items 
in the whole list of consumers’ ex- 
penditures so reported which are 
cheaper now than before the war 
Average unit cost of all electricity in 
the home has gone down over 14 
per cent since 1939, © 

The consolidated income statement 
of the business-managed electric util- 
ities for 1945 showed little change 
from the previous year, with gross 
revenues substantially unchanged at 
$3,000,000,000 and net income about 
$10,000,000 or two per cent, above 
the $517,000,000 of 1944. 


Increase in Generating Capacity 


Installed generating capacity of all 
electric utility power plants, both pub- 
lic and private, reflected the tapering 
off of the war-time construction pro- 
gram. During the year, the net addi- 
tions were about 750,000 kilowatts, 
bringing the total at the present time 
to slightly in excess of 50,000,000 
kilowatts. The end of daylight saving 
necessitated the turning on of lights 
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during the winter evenings an hour 
eatlier than last year, with the result 
that the additional load upon the elec- 
tric systems about balanced the loss 
of business through the termination 
of war contracts. The maximum de- 
mands (or “peak loads”) in 1945 
were thus not essentially different 
from those of the year before and 
are now estimated to have approxi- 
mated 41,000,000 kilowatts, leaving 
a reserve of some 9,000,000 kilowatts, 
or 22 per cent above maximum re- 
quirements. 

Reflecting the increasing curtail- 
ment of business activity resulting 
from the ending of the war, electric 
output commenced in August to dip 
below the figures for the correspond- 
ing months of 1944 and ends the year 
with a decline of approximately 10 
per cent. As a result, the production 
of electric power by all agencies con- 
tributing to the public supply ap- 
proximated 221 billion kilowatthours 
in 1945; a decrease of 7 billion kilo- 
watthours, or 3 per cent, from the 
228,189,000,000 generated the year 
before. 


Organizing Greatest 

During the war, new processes and 
equipment calling for greater use of 
electricity have been developed that 
presage a growth in all branches of the 
business in the postwar period. In 
the industrial field, in addition to the 
greater use of electricity for lighting, 
electrochemical and electro-metallurg- 
ical purposes, there were numerous 
heat applications, improving accuracy 
and speed, that were brought to per- 
fection. In office and home the ef- 
fort to raise lighting standards and 
to save time and drudgery in house- 
hold tasks represents years of future 
work in education and development. 
On the farm, even after electric serv: 
ice is made available, there remains 
a tremendous job of demonstrating 
to farmers the use of the appropriate 
apparatus and methods to make elec- 
tric service useful and economical in 
carrying on their farming operations. 

The constantly broadening front 
of electric utilization and the increas- 
ing number and complexity of the 
tools with which to handle it, clearly 
demonstrates that the electric utilities 
face the greatest commercial sales 
program of their history. The war 
caused substantial decreases in _per- 
sonnel in the sales departments of 
the utilities, so that the training of 
new recruits and refreshing of older 
men calls for further organized effort 
in sales training. This the utilities 
are meeting with a well developed 
series of visual training courses that 
have been prepared for this antici- 
pated need. 


Sales Program 
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What the Dealer Wants 


By J. H. Keele* 


THIS discussion will be predicated 
on what the retail merchant wants 
rather than what the appliance dealer 
wants since the appliance dealer or- 
ganization today includes merchants 
of all kinds of goods as well as electri- 
cal equipment. 

Today, it would seem that most 
every type of retail establishment 
views the appliance selling field as 
vielding a never-ending crop of lush 
green business that will be much 
easier to harvest and much more ap- 
petizing than that found in other 
fields. 

This is a debatable question which 
can only be answered when immedi-- 
ate demands have been satisfied and 
the day arrives when conditions will 
change as suddenly as an earthquake, 
when mass selling and mass distribu- 
tion will again become a really tough 
assignment. 

Nevertheless, the retail merchant— 
the hub of business—is responsible for 
keeping our nation’s commercial ac- 
tivities moving along at a healthy rate 
of speed. It is the retail merchant 
who creates and stimulates the need 
and desire on the part of the public 
for merchandise and services. 

Retail merchants, more than any 
other group, will continue to keep the 
demands growing and the factories 
going. Retail merchandisers of all 
types, constitute the largest single in- 
dustry in America. 

Out of 3,048,000 business estab- 
lishments of all kinds, as enumerated 
by the Bureau of Census of 1939, re- 
tail establishments accounted for 58% 
of the total. 

Nationally, there is an average of 
one retail store for each 74 persons. 
Retail stores increased 20% for the 
10-year period between 1929 to 1939. 

With the rapid increase in effective 
buying income per average family 
that has taken place within the past 
few years, we can surely expect a 
continued rapid gain in retail estab- 
lishments. Therefore, it is important 
that we look upon all retail merchants 
as sales allies in the future if we ex- 
pect to obtain a maximum distribu- 
tion of electrical equipment from 
lamp bulbs to air conditioners to our 
customers. 

We are of the opinion that if our 
markets.are constantly and sufficiently 





*Mr. Keele is assistant general sales 
manager of the Florida Power and 
Light Company, Miami, Florida. 





developed through advertising, sales 
promotion, and creative selling effort 
to the point where our customers de- 
sire the advantages of our service, 
there will always be merchants who 
will stock and sell the equipment to 
use Our service. 

In this respect the electrical mer- 
chandising business is no different 
from any other business as retail mer- 
chants have always stocked and mer- 
chandised products for which a popu- 
lar demand has been created provid- 
ing the product can be sold at a rea- 
sonable profit. 

Therefore, it would seem that if 
these statements are true, then elec- 
trical utilities could well afford to 
devote their primary efforts to a fuller 
development of their markets and to 
selling the many advantages of their 
company as the most desirable organ- 
ization for supplying electric service 
to the areas which they serve. 

I am uot attempting to suggest that 
utilities doing otherwise are using the 
wrong approach in their selling plans 
and activities to accomplish the best 
possible job of selling their company 
and a maximum of its service because 
there are many local factors and indi- 
vidual operating problems that must 
be considered in the overali selling 
plans of each utility company. 

Now that the war is over and vic- 
tory is ours, the time has come for 
us to get our house in order for those 
lush, as well as difficult, selling days 
ahead. The brief period between now 
and the time it will take to get things 
back on a normal schedule, should 
prove a welcome respite to those of us 
who have not yet definitely chosen 
the road to travel which will provide 
the most acceptable and successful ap- 
proach to accomplish the best overall 
selling job. 


Dealer Cooperative Plans 


Undoubtedly, dealer sales develop- 
ment activities will be a very definite 
part of all utility sales plans regard- 
less of the road to be traveled or the 
approach to be selected. 

Consequently, if the retail mer- 
chant is to be such an important fac- 
tor in our business, in the future, 
every effort should be made to recog- 
nize and assist this group on the 
basis of sales allies in order that they 
will become most productive in the 
distribution of equipment to use our 
service and to build mutual good will 
and profits for their company and our 
companies in doing so. 
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Sincere consideration of what the 
exclusive appliance dealer and the 
rctail merchant want should go a 
long way in perfecting plans that will 
prove of mutual benefit to the utility, 
the dealer, and the customer. 

In order for the utility company’s 
dealer plans to be most helpful and 
effective, they should also be most 
acceptable to the members of the 
dealer organization. 

The logical method of accomplish- 
ing these aims seems to simmer down 
to three simple steps. 

1. Accurately determine the deal- 
ers’ wants by seeking and gathering 
facts in regard to their opinions, sug- 
gestions, and constructive criticisms. 

2. Be willing to face the facts and 
judge them with an open mind both 
from the dealers’ and the company’s 
viewpoints. 

3. Endeavor to follow the estab- 
lished facts as nearly as possible in 
planning and conducting future dealet 
activities. 

In spite of the fact that our com- 
pany has been actively engaged in 
dealer sales development activities for 
the past 14 years, we felt that all 
future activities in connection with 
dealer development should be based 
as nearly as possible on the dealers’ 
wants. 

During these 14 years, continued 
advancement was made in the quality 
and quantity of dealer selling aids 
supplied by our company to the ex- 
tent that combined sales of residen- 
tial equipment by company and deal- 
ers increased from $4,500,000 to $10,- 


000.000, or an average of $73.50 pe: 
residential customer im 1940 

During the year 1941, sales of 
equipment through our company, 
which consisted mainly of employe 
purchases, was less than 2° of the 
total merchandise sales made in areas 
served by our company. From all in- 
dications, our dealer sales develop- 
ment plans and activities satisfactorily 
met the needs of the dealers prior to 
the war. 

We decided, however, that our fu- 
ture dealer activities would be more 
effective and satisfactory to all con- 
cerned if they were based on the spe- 
cific needs and wants of the dealers 
and merchandisers of electrical equip- 
ment. 

It was concluded that our future 
plans would be in accordance with the 
majority opinion expressed by dealers. 

In order to obtain such factual in- 
formation, 160 merchandisers of elec- 
trical equipment were personally con- 
tacted and urged to let down their hair 
and let their conscience be their guide 
in expressing their wants in our fu- 
ture plans. 

We felt that the only way to find 
out what the dealers thought about 
some phase of our plan was to ask 
them point blank and, consequently, 
in the majority of cases, we got a 
point-blank answer. 

You might be interested to know 
that contacts were made with exclu- 
sive electrical dealers, contractor deal- 
ers, repair and radio dealers. Others 
contacted included merchants en- 


- HoPKINS~ 


“Business was electrifying in the last few months!” 


eaecd in the furniture, hardware, auto 
supplies, drug, garage, plumbing. lum- 
ber. grocery, variety and department 
store business. 

Although 160 merchants were con- 
tacted, all merchants did not answer 
oll questions advanced. While 35 
questions were advanced, merchants 
were not limited to these questions in 
regard to their opinions or suggestions. 


Here are a few of the questions and 
answers of special interest: 


Check the equipment you intend 
to merchandise after the war. 

The answer was surprising, vet cn 
couraging, because 135 dealers stated 
they would merchandise ranges against 
128 dealers who stated they would 
merchandise refrigerators. 

32 to 58 dealers stated they would 
also merchandise commercial refrig- 
crators and cooking equipment. 


Do you expect to continue your 
appliance repair business after the war? 

119 dealers stated YES; 6 dealers 
stated NO. 


Do you think our company should 
merchandise any electrical appliances 
or lighting equipment? 

119 dealers stated NO on the barrel 
head, but believe it or not, 15 dealers 
stated YES. 

Do you think our company should 
enter the appliance repair business 
after the war? 

115 stated NO; 18 stated YES. 

If our company does not merchan- 
dise appliances, how can its outside 
sales representatives be of greatest as- 
sistance to appliance retailers? 

44, or the majority that answered 
this question, stated by “Creating in- 
terest by selling the advantages and 
cheapness of electrical equipment.” 

If our sales representatives contact 
and develop prospects, how should 
they be distributed among dealers on 
a fair basis? 

60, or the majority, stated, “give 
prospect list to all dealers.” 

After the war, can we be of assist- 
ance in conducting sales training 
classes for your salesmen, if regular 
meetings are held locally? 

111 stated YES; 23 stated NO. 
They also stated they preferred that 
such meetings be held monthly in 
the evening. 

Check the type of training you 
think will be needed, also describe 
other training needs. 

97 stated “selling technique;” 97 
“advantages of equipment;” 91 “prop 
er use and care of equipment;” 9] 

(Continued on page 88) 
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TOMORROW’S TELEVISION—How a 
table model of the home television re- 
ceiver of the future may look, accord- 
ing to one of Stromberg-Carlson’s top- 
notch industrial designers. The model 
shown is.an artist’s conception straight 
from the designer’s sketch-pad. Along 
with the intensive study of design 
trends of tomorrow’s television receiv- 
er being undertaken by the company, 
research in the sight-and-sound med- 
ium is proceeding apace in the Roches- 
ter, N. Y., plant of the noted com- 
munications firm. 





Contractors Hear 
Industry Leaders 


FROM NOW ON the electrical 
industry must sell, Charles A. Pyle, 
manager of the National Electrical 


Wholesalers’ Assn., told the electrical 
contractors gathered for the meeting 
of the North Carolina Chapter of 
the National Electrical Contractors’ 
Assn., in Charlotte, December 5 and 
6, 1945. Up to the present time, he 
said, the electrical idea and the elec- 
trical product sold themselves to 
considerable extent. ‘That cannot anc 
will not be true tomorrow, he _pre- 
dicted. 

Mr. Pyle’s advice to the contractors 
was (1) to take immediate inventory 
of organizational and individual ef- 
ficiency; (2) to make a conservative 
estimate of the probable chance to 
succeed in the firm’s objective; and 

(Continued on page 82) 
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1946 Electrical Output 
Is Expected to Decrease 


Service Men Raise 
Objection to Code 


MEMBERS of the Tulsa Radio 
Service Association recently filed suit 
against the city charging that ‘T'ulsa’s 
electrical code adopted early in 1945 
is unconstitutional and that if it is 
enforced it will destroy the business 
of more than a score of ‘Tulsa radio 
repair men. They asked an injunc- 
tion against the city enforcing the 
ordinance. 

The repairmen also alleged that 
the city electrical inspector, J. H. 
Cannon, “has no training or knowl- 
edge which would qualify him to 
inspect” radio repair work. 

The petition sets out that the ord- 
inance was adopted on April 3 and 
provides for examination, certificates, 
license fees and surety bonds for per- 
sons engaged in electrical and elec- 
trical repair work to guarantee that 
their work will be done in accordance 
with the provision of the ordinance. 

In defining electrical appliance re- 
pair men, however, the petition sets 
out, the city “arbitrarily and erron- 
eously” included persons who repair 
and install radios. 

“They have provided that we must 
comply with the terms of the ordi- 
nance without defining how our work 
is to be done or establishing a_pat- 
tern for us to follow, making it im- 
possible for us to follow the terms 
of the ordinance,” the repairmen 
charge, adding that it is impossible 
to obtain a surety bond because the 
surety company is unable to determ- 
ine from the ordinance what the re- 
pairmen are expected to do. 

“Nevertheless agents of the city 
now are threatening to arrest us, sub- 
ject us to a penalty of $20 per day 
and close our businesses unless- we 
comply,” the repairmen complain. 
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THE ELECTRICAL manufactur- 
ing industry has to adjust itself from 
a peak wartime production of more 
than nine billion dollars in 1944 to 
a peacetime output of about half of 
that volume in 1946, according to 
William J. Donald, managing direc- 
tor, National Electrical Manufacturers 
Association. 

This represents a very substantial 
decrease from an estimated production 
of seven billion in 1945, but still 
would be in excess of the volume of 
two and one-half billion produced 
during the last normal peacetime year 
of 1940. 

Based upon the best obtainable es- 
timates of electrical manufacturers, 
production in 1946 should exceed four 
billion dollars, and may very conceiv- 
ably run as high as four and one-half 
billion dollars, dependent, of course, 
upon such factors as wage and labor 





“CIVILIAN” JEEPS—With its rugged 
defiance of rough terrain the new 
Willys Jeep is finding particular favor 
among utility companies as part of 
the Jeep’s entrance: into civilian in- 


* dustrial fields. Here a couple of “trou- 


ble-shooters” for a light and power 
company find a Jeep especially suit- 
able for reaching poles in “deep cut 
and heavy fill” areas. 
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problems, retooling, the availability 
of raw materials, new manufacturing 
methods, price policies, government 
controls and the development of mar- 
kets. 

While the output of some prod- 
ucts which were in heavy demand 
during the war, such as signal and 
communication equipment, will show 
a big drop, other fields, such as the 
manufacture of appliances, which 
were curtailed during the war, will 
show considerable increases, not only 
over the limited war period, but over 
the last normal peacetime year. On 
the basis of present estimates, in fact, 
the 1946 output of appliances may 
exceed that of 1940 by as much as 
50 per cent. 


Lighting Fixture Demand Up 


Lighting equipment, for industrial 
and commercial uses, is also expected 
to be in big demand, increasing about 
50 per cent over wartime demand. 
Industrial apparatus, on the other 
hand, is likely to show a decrease of 
about 25 per cent, and _ insulating 
materials a drop of about 15 per cent. 

Electrical building equipment and 
supply matenals, which were in sub- 
stantial demand during the war, are 
expected to continue on about the 
same basis next year due to the an- 
ticipated program of home construc- 
tion. The production of wire and 
cable, generation, transmission and 
distribution equipment, is also ex- 
pected to run about the same as 
during the war due, in large part, to 
the plans of utility companies for ex- 
panion of facilities. These plans again, 
however, will be dependent upon con- 
ditions such, for example, as the avail- 
ability of steel. 

One of the big factors in 1946 
will be the development of the elec- 
trical farm market which has been 
estimated at about four billion dollars 
in the next five years. One billion 
dollars will be for rural line construc- 
tion, 500 million dollars for wiring, 
and about two and one-half billion 
dollars for electrical appliances and 
equipment. 





Home handymen now can silver 


plate worn plumbing fixtures, dinner _ 


ware, metal fittings and other house- 
hold items with a simple plug-in 
electro-plater that requires no prev- 
ious experience to operate. 
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New Orleans Trade Mart 
Is International in Scope 


HAILED AS the first merchandise 
mart to be international rather than 
merely U. S.-wide in its selling scope, 
a new International Trade Mart is 
now under construction and will soon 
be in operation in New Orleans. The 
International Trade Mart will be 
much like other established merchan- 
dise marts at Chicago and San Fran- 
cisco, but with the one important 
difference that it will handle goods 
of all nations. Stress will be on those 
of the two Americas. 

With shipping and air traffic pick- 
ing up and expected to accelerate still 
more now that the war is over, New 
Orleans’ International Trade Mart is 
expected to become the Latin Ameri- 
can buyer’s natural U. S. market, and 
to be the principal show place for 
U. S. manufacturers selling their goods 
south of the border. Its heads also 
look to handle a considerable volume 
of Latin goods meant for U. S. con- 
sumption, as well as a goodly amount 
of domestic merchandise. 

The International Trade Mart will 
be open to manufacturers and sellers 
of all goods. With its international 
slant, and its commanding location 
for handling U. S.-Latin American 
trade, the New Orleans mart is ex- 
pected by its backers to become one 
of the foremost market centers in the 
nation. 

The mart’s location will be at Camp 
and Canal streets in the Crescent 
City, where an old building is being 
completely rebuilt to provide show- 
room, office, display, and selling 


space. When completed, the Inter- 
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Artist’s drawing of New Orleans’ proposed Trade Mart. 
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national Trade Mart will have 107,000 
square feet of floor space. It will be 
air conditioned and completely mod- 
em. 
Explains Herbert Schwartz, presi- 
dent of New Orleans’ Maison Blanche 
Co., and vice-president of the Inter- 
national Trade Mart: “With the es- 
tablishment of the International Mart, 
buyers and sellers will be directed in 
their visits to an efficient, concen- 
trated marketing place. The site se- 
lected is centrally located. 


Space for Appliances 


“The modern trend in merchandis- 
ing is frequent and constant contact 
with the market, its new goods, new 
processes, and new developments. The 
International Merchandise Mart will 
provide all that. We will rent com- 
bined show room and office space to 
corporations, which will be expected 
to complete sales on the spot. In ad- 
dition, we will set aside space for 
special shows of seasonal goods such 
as clothes, automobiles, radios, etc. 

“This is the strategic moment for 
a development of this type. New ships 
and added airlines shortly will be 
bringing even greater numbers of 
traders to New Orleans from all parts 
of Latin America by direct flight 
from Havana and Mexico City. The 
Merchandise Mart should attract 
thousands of visitors and many dol- 
lars in added income to the city and 
the Mississippi Basin in general. 

“Our Mart will be unique in that 
its main province will be international 
trade—unlike the marts of Chicago, 
San Francisco, and other cities which 
cater in the main to domestic buyers 
and sellers. We believe that New Or- 
leans is setting the international trade 
pace for the nation, and this mart 
will give it added impetus.” 



























President of the new Mart is Theo- 
dore Brent. Herbert Schwartz, head of 
Maison Blanche Co., is vice-president, 
and Charles G. Staubitz, ex-Sears, 
Roebuck & Co., merchandiser, has ac- 
tive charge of its operations as gen- 
eral manager. 


White Is Elected 
President of NEMA 


R. L. WHITE, president of Lan- 
ders, Frary & Clark, New Britain, 
Conn., was elected president of the 
National Electrical Manufacturers As- 
sociation at NEMA headquarters re- 
cently. He succeeds A. C. Streamer, 
Pittsburgh, Pa., vice-president of the 
Westinghouse Electric Corp. 





R. L. White, left, succeeds A. C. 
Streamer, right, as NEMA president. 


Vice-presidents selected were W. 
C. Johnson, vice-president of the 
Allis-Chalmers Manufacturing Co., 
Milwaukee; R. W. Tumbull, presi- 
dent of the Edison General Electric 
Appliance Co., Inc., Chicago; H. E. 
Blood, ae of the Norge Di- 
vision, Borg-Warner Corp., Detroit; 
J. K. Johnston, vice-president of the 
National Vulcanized Fibre Co., Wil- 
mington, Del.; and Everett Morss, 
president of the Simplex Wire and 
Cable Co., Cambridge, Mass. 

Two new members elected to the 
Board of Governors were C. T. Law- 
son, vice-president of the Kelvinator 
Division, Nash-Kelvinator Corp., De- 
troit, Mich., and E. L. Robinson, 
vice-president of the Crescent Insu- 
lated Wire & Cable Co., Inc., Tren- 
ton, N. J. 

Elected treasurer for NEMA was 
R. S. Edwards, president of Edwards 
& Co., Inc., Norwalk, Conn. Named 
to the Officers Committee as repre- 
sentatives of the Board were E. O. 
Shreve, vice-president of General Elec- 
tric Co., Schenectady, and C. L. Col- 
lens, president of The Reliance Elec- 


Electric Institute Begins 
Year-Round Sales Training 




















tric & Engineering Co., Cleveland. 

Mr. White has had a long associa- 
tion in the electrical manufacturing 
industry, starting with the Western 
Electric Co., Inc., in 1920. In 1923 
he became assistant treasurer in a 
branch plant of Landers, Frary & 
Clark at Great Barrington, Mass., and 
in 1927 was made assistant treasurer 
of the main plant at New Britain. 
In 1928 he was elected treasurer of 
the company and, in 1941, president. 





Hendon Appointed 
GE Vice-President 


ELECTION of Claude J. Hendon, 
of Atlanta, as a commercial vice- 
president of the General Electric 
Company, effective January 1, was 
announced by Charles E. Wilson, 
president. 

Mr. Hendon will maintain his 
headquarters in Atlanta and, as a 
member of the president’s staff, suc- 
ceeds E. H. Ginn, who retired Decem- 
ber 31 under the company’s pension 
plan after more than 44 years of 
service with the company. 

Mr. Ginn’s previous duties as dis- 
trict manager of the apparatus depart- 
ment were taken over sometime ago 
by Carter L. Redd. 





R. N, Rowe Appointed 
Director of Research 


RAYMOND N. ROWE has been 
appointed director of research at the 
Trumbull [Electric Manufacturing 
Company, Plainville, Conn., accord- 
ing to an announcement by Charles 
E. Hanny, the organization’s execu- 
tive engineer. Rowe -has been associ- 
ated with the Trumbull company since 
1929 and mg Fee w J eld posi- 
tions at the Westinghouse Electric 
& Mfg. Co. and the Stone & Webster* 
Engineering Corp. 

Mr. Rowe is the holder of num- 
erous patents on electrical equipment 
in the field of industrial control. 


News of the Industry 
Continued on Page GO 
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THE ELECTRIC Institute of 
Washington, trade association of the 
combined electrical industry in the 
nation’s capital, announces a_vear- 
round sales training program, open 
to all its members. 

Believing the proper selection and 
training of salesmen to be more im- 
portant than ever in view of the 
anticipated greatly expanded postwar 
market for electric appliances and 
equipment, the Institute planned a 
comprehensive and streamlined pro- 
gram which started early in January. 

Convinced that selecting personnel 
is equally as important as training 
it after it has been selected, creators 
of the course have prepared a brochure 
containing complete instructions on 
how to interview applicants to achieve 
maximum results. The folder elim- 
inates haphazard hit-or-miss methods 
and reduces the selection. to a science, 
the end result of which is reflected 
on a chart furnished with the booklet. 


Sales Managers First 


The program was to open with 
classes for sales managers, designed 
to give them a streamlined version 
of the refresher sales information 
course to be given appliances sales- 
men beginning early in February. 
Rookie salesmen will first be given 
a course in basic sales principles. For 
those further advanced, a specialized 
course will be conducted to develop 
intensive product sales training. 

Actual demonstrations will play a 
major role in the training process. 
Range salesmen, for instance, will be 
shown all the fine points pertaining 
to electric cooking in one series of 
lectures, and other series will take up 
laundry equipment, refrigeration, etc. 
Kitchen planning and adequate wir- 
ing facilities will be an integral part 
of the over-all program. 

With sales managers trained to pick 
personnel and ample facilities to pro- 
vide scientific training for appliance 
salesmen so chosen, the Institute feels 
it will have an unbeatable combina- 
tion for the important job of post- 
war selling. 

Robert F. Mook will direct the 

rogram. He recently joined the staff 
of the Electric Institute as sales train- 
ing director. He has many years of 
experience in the selling field behind 
him, having been with the Common- 
wealth Edison Company of Chicago 
for several years, engaged in merchan- 
dise sales training. 
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Small Appliance Department 


Needs Special Personnel 


“THERE are very few specialty ap- 
pliance dealers who have made a really 
successful go of small appliance sell- 
ing,” stated J. B. Duff, president of 
the Modern Radio & Appliance Cor- 
poration, Savannah, Ga., at the Proc- 
tor Postwar Retailing Clinic for Small 
Appliances, in Savannah, a short time 
ago. 

Mr. Duff brought out this funda- 
mental point in his discussion of the 
cuestion “What are the reasons for 
and against a dealer engaging in the 
small appliance business?” Speaking 
from a number of years experience, 
Mr. Duff voiced his opinions as to 
the desirability of the small appliance 
business for the specialty appliance 
dealer, and by specialty appliance, Mr. 
Duff stated that he was referring to 
major appliances. 

To prevent small appliances from 
turning out to be a first-class nuisance, 
Mr. Duff strongly emphasized the role 
of the salesmen. He asked this ques- 
tion in connection with the small 
profit spread, “Is it because the men 
don’t know how to sell small appli- 


sali 


ances, or is it because the men are 
thinking of big items and they just 
don’t care to think of small, little 
bits of irons and toasters?” 

The main point, according to Mr. 
Duff, is that when a high pressure or 
high-powered major appliance sales- 
man who is accustomed to earning 
very large earnings as a result of scien- 
tific selling of specialty items is told 
to go on the floor and sell toasters or 
irons or electric blankets, then you 
have ruined a perfectly good salesman. 

The business of selling major appli- 
ances is a specialty item, and it calls 
for a thorough knowledge of the basic 
principles of selling. It calls for a 
deep study of the scientific aspects of 
selling. A good specialty appliance 
salesman knows just how to do that, 
says Mr. Duff, and he molds his 
sales talk accordingly. It takes time. 

It takes time to take a customer 
who wants a four and one-half cubic 
foot $99 electric refrigerator and sell 
her the kind she needs, which is an 
eight cubic foot refrigerator selling for 
$279.50, because she happens to have 
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Small appliances can become a nuisance to the electrical appliance 
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store unless proper sales personnel is available. 
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a family of seven people, or more. 

The same selling job has to be done 
with small appliances, but the sales- 
man of major appliances is not going 
to want to take time to condense a 
sales story, concentrate it into a short 
space of time. 

The answer to this, Mr. Duff has 
found, is to take either a credit man- 
ager who has time on his hands or a 
rice looking stenographer with a lot 
of common sense, or else get some- 
body else in there to specialize in 
small appliances to develop a special 
sales story on small appliances and 
use it. 

It is most important, however, says 
Mr. Duff, that the person specializing 
in the small appliances have a funda- 
mental education in the appliance 
business as a whole and be able to spot 
the customer who comes in ostensibly 
to buy or look at a small toaster but 
who actually was looking at the re- 
trigerator in the window but didn’t 
want to come out and say so, because 
if she did, some high pressure man 
would come out and sell her. 


The small appliance person has to 
be able to spot a major appliance cus- 
tomer, and turn her over to someone 
who is able to do a bang-up job of 
selling. 

Neither does the major appliance 
salesman allow a customer who comes 
in to talk about major appliances 
which she can’t afford at the present 
time to walk out without meeting 
the small appliance salesman. In all 
probability, she can afford a toaster, a 
pair of curling irons, or an iron now. 

Mr. Duff, in summing up the situa- 
tion, stated, “I contend, in the case of 
a major appliance dealer, that he has 
to treat the business of the small ap- 
pliance very delicately and very real- 
istically. He has to attack the prob- 
lem to get volume out of small appli- 
ances without in any way hurting his 
major business which, in the final 
analysis, is major appliances. 

“You can do that only by keeping 
the two items separate within the 
store, yet have a sort of liaison be- 
tween the small appliance sales person 
and the major appliance sales persons.” 


Electronic Hot Dog Machine 


The electronically cooked hot dog 
is on the way. A robot will produce 
it, wrapped in a warm split roll, a 
few seconds after insertion of a coin. 
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Customer will have choice of the 
entire line of radios which Robertson 
will handle in two standard brands 
and is obligated in no way io buy any 
particular model or make. 

Customers were asked to indicate 


Free Radio Service 
Brings Radio Orders 


PEOPLE of Oklahoma City were 
startled by an advertisement recently 
offering free radio repairs until new 





the type of radio they thought they 
would want basing their choice on 
sizes and prices of pre-war radios. This 
information was to be used in select- 
ing the stock of models when radios 
become available. 





radio sets arrive and soon crowded the 
two stores of Al Robertson, making 
down payments on new sets and avail- 
ing themselves of the opportunity. 

Knowing it is human to gripe about 
radio repairs now that new ones are 
just over the next: hill, Mr. Robertson 
advised owners not to spend another 
cent for radio repairs. 

Each customer on that basis signed 
a contract agreeing to accept delivery 
of a new radio of their selection with- 
in thirty days after notification, and to 
pay a down payment of $15 at time 
of signing. 

If the customer decides he does not 
want to select his radio from the two 
standard brands which Mr. Robertson 
carries, his money will be refunded 
and repair charges against his old radio 
will be deducted. 

Repairs are made and billed at reg- 
ular rates and recorded on job tickets. 

The agreement specifically states 
that the radio which is being kept in 
repair free remains the customer’s 
property at all times. 

Radios must be brought to the 
store for repairs and picked up again 
by customer. Since Robertson adver- 
tises one day service, they will be 
handled on that basis. In many cases, 
he found that repairs were minor and 
the customer waited for his radio and 
watched while the work was done. 


RADIO 
DEAD? 


A PLAN for retailers with their 
feet on the ground and their eyes on 
the cash register is presented in an at- 
tractive book entitled, “Peter Van 
Modernizes His Store.” 

This book, published by the Cros- 
ley Sales Promotion Institute, outlines 
in simple fashion a practical, work- 
able plan based on modern merchan- 
dising methods. ‘The sound, sensible 
talk about planning a selling store fills 
today’s urgent need for level-headed 
guidance. 

Practical advice is given from ex- 
perts to Peter Van, a fictitious, typical 
retailer of moderate means. The ex- 
perts know that Peter Van has to fig- 
ure overhead and space, and move 
merchandise to make a profit. 

A word of caution is given Peter 
Van against visionary theorizing. Vis- 
ionary theorizing is not always practi- 
cal planning. And in practical plan- 
ning, this fact is always kept in sight— 
the prime purpose of the store is to 
sell merchandise. The question which 
should precede any contemplated ac- 
tion is “Will It Sell?” 

The very core of the plan which is 









Articles Reprinted From The 
Oklahoman and Times 
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FREE RADIO REPAIR : 


mee so Sa us Se, pemwer 
ap FR RT, 
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can buy a new one. 
We will repair any radio and keep it repaired absolutely Free untill new radios 
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Advertisement announcing Robertson’s plan of free radio service 
to customers who sign for new models for future delivery. 
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Common-Sense Modernizing 
For the Appliance Store 


presented to Peter Van is a reasonably 
priced basic fixture which is contracti- 
ble, expansible, flexible, interchange- 
able, and which makes merchandise 
openly accessible. This foundation of 
store planning is the selling table. 

Best results can be obtained from 
selling tables when they are arranged 
as islands. A single table cannot be a 
well-balanced selling unit. Two or 
more tables butted together in an 
island give maximum selling surface 
in a compact area. The islands are 
your selling units, easily accessible to 
customers, not from just one side like 
counters, but from all four sides. 

Flat-surfaced tables are the safest 
fixture choice. Then, when the need 
arises for bins, compartments or ele- 
vations to show different items, acces- 
sory fixtures can be used. Glass rails, 
dividers, shams, are inenpdanive and 
standard, and enable an infinite vari- 
ety of displays. When not in use, the 
tails, dividers, and other fixtures, can 
be stored in a small place, and stay on 
hand ready for any setup planned. 

As for floor models, Peter Van is 
advised to keep these, also, easily ac- 
cessible to customers. An example of 
a modern arrangement places refrig- 
erators to the left as customers enter, 
and radio-phonographs to the right. 
The refrigerators may be backed up 
to the front window and placed along 
the left wall. By setting them on 
low platforms, the aisles are kept 
clearly defined. 

Radio-phonographs may follow this 
same arrangement, or they may be 
given middle-floor prominence, by set- 
ting them on low platforms butted to- 
gether in islands the same size as table 
islands. It is not advisable to have 
refrigerators in the middle of the sell- 
ing floor as they reach above eye level. 
thus cutting off customers’ over-all 
view of the store. 

A corer “kitchen” is an ideal set- 
ting for cabinets, sink, range. and re- 
frigerator. It adds extra interest to 
what might otherwise be a hard-to- 
merchandise corner of the store. 

Peter Van is emphatically reminded 
that merchants own the islands, but 
customers own the aisles. Islands can 
be arranged to fit any shape or size 
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FOUR-SIDED 
ACCESSIBILITY 


al 


Demonstrating the difference in accessibility of the conventional 
long counter and the modern island display tables. 


of store, but aisles must always be 
straight and well defined. Straight 
aisles lead to sales; confused aisles lead 
nowhere. 

Intake aisles and cross aisles must 
be laid out in a definite traffic pattern 
to draw traffic throughout the store. 

Careful plotting of merchandise at 
various points may help draw traffic 
through more of the store. For ex- 
ample: if an item is selling unusually 
well from a front island, move it to a 





rear island. At the front, put a num- 
ber that is not moving so well. Then, 
customers seeking the “hot” number 
are exposed to other merchandise on 
their way to the rear. 

And likewise, advertised specials do 
more good for the entire store if dis- 
played in the rear. 








Wrapping and cash register stations 
are essential. These should be flexi- 
ble, and for this reason, tables are the 
answer. Additional stations may be 
needed on Saturdays or rush days. 

As for interior decorations, Peter 
Van is reminded that background 
must not dominate nor steal the show. 
It must support, not overwhelm, the 
merchandise. Buff blends with all 
colors, overpowers none. It may be 
used as a background, with various 
color trims used effectively to “warm”’ 
the store in winter and “cool” it in 
summer. The neutral background 
plays up the merchandise itself, and 
the goods keep their starring role. 

Promotion is stressed to Peter Van. 
A well-planned store gets the mer- 
chandise out where it may be sold, 
but promotion sells it. Peter Van is 
told that for a well-rounded promo- 
tional schedule, he needs three major 
sales events a year, with six other sales 
oecasions. Special decorations and 
display effects for various seasons in- 
crease the over-all attractiveness of the 
store, and special windows or ani- 
mated displays are worthwhile sales- 
getters. 


From the Notebook 
Of a Super-Salesman 


THERE’S no question but the 
honeymoon for a good many sales- 
men has ended or is about to end. 

One salesman complained about it 
to me just the other day. Said he: 
“Imagine having to try to get some- 
body to buy what you have to sell! 
That happened to me last week.” 

He was indignant. He had made 
the mistake of believing that the con- 
ditions which prevail in a seller’s mar- 
ket, when everybody is trying to buy 
and nobody has to try to sell, are nor- 
mal. The truth is, however, that the 
opposite condition is normal—a_ buy- 
er’s market. 

I am almost inclined to think that 
what E. W. Howe, noted Kansas edi- 
tor and writer, said long ago is a 
fact. “If you cannot make money in 
depression years, you will never make 
money,” said he. 

Now, the tragedy of the end of the 
selling honeymoon is that many sales- 
men won't be fitted for conditions 
that face them. They will flounder 
around, a lot of them, trying to find 
themselves, and many won’t ever be 
able to do it. 

It looks from where I sit that, al- 
though business will be good, compe- 
tition will be better, and the years of 
tough bare-handed selling are here. 





And good salesmen hail that as a 
fine sign. ‘They like to live when 
business is hard to get, when a man 
feels as though he had been through 
a fight at the end of each day. They’re 
lind of glad the honeymoon is over 
—now they can get down to work. 


Law of Averages Pays Out 


THIS is the time of the year, it 
seems to me, when it would be wise 
{or every salesman to adopt as a work- 

(Continued on page 84) 
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Guide to 


A COMPREHENSIVE guide to 
good home lighting has been issued by 
the Committee on Residence Light- 
ing of the Illuminating Engineering 
Society in the form of “Recommend- 
ed Practice of Home Lighting.” 

This recommended practice of 
home lighting is the first such lighting 
recommendation for the home—cover- 
ing what is probably the largest light- 
ing application and the one common 
to the greatest number of people. 
Recognizing that because of the em- 
phasis on individual preference in de- 
sign and effect, the fundamental re- 
quirements in home lighting—that of 
safe, easy, and comfortable seeing—is 
sometimes overlooked, the recom- 
mended practice attempts to assemble 
authoritative information on the sub- 
ject in a form which will enable archi- 
tects, home owners and builders to 
design interior lighting systems which 
include provisions for the seeing needs 
of the average family. 

The guide first sets out the general 
objectives of good lighting and this is 
followed by a discussion of essentials 
such as quantity of light, quality of 
light, and the effect of amount of 
light and color characteristics of light 
on room colors. The concluding part 
of the guide presents lighting recom- 
mendations for the major rooms of the 
home. Following is a digest of the 
concluding portion: 





The lantern-type fixture at the entrance of this home 
provides not only decorative lighting for the impressive 
portico, but also a safety feature considered essential by 
lighting consultants. Lighted number is desirable. 





Good Home Lighting 


Architectural treatment dictates 
placement and type of entrance light. 
Brackets, that provide down light on 
steps, are preferably placed at each 
side of the door. Often a single 
bracket above the door harmonizes 
better with the design, but prevents 
seeing clearly the face of the caller. 
With an attached porch, a suspended 
lantern should be placed on the porch 
ceiling so that the steps are safely 
lighted. Clear glass panels in brackets 
or in a lantern should be avoided since 
lighted bulbs behind clear glass prove 
more blinding than helpful. 

When a doorway is slightly re- 
cessed, a light box (60-100 watts) may 
be inconspicuously inset above with 
effective result. 

The use of a 150-watt projector 
floodlamp or a 100-watt lamp in an 
angle reflector, switch-controlled from 
within the house, set under the eaves, 
will provide ample protective lighting 
between the garage and house as well 
as yard or garden lighting. 

Halls with open stairways often 
suggest lantern types of fixtures. Their 
scale and ornateness should fit the in- 
terior and be placed to assure safe 
light on the stairs. 

A light is essential in a closet unless 
it is less than nine square feet, or not 
more than 18 inches in depth, or 
where the light from an adjacent room 
is sufficient. When closets are located 
in hallways, it is often practical to 
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This glimpse of a modern living room illustrates lighting 
designed to harmonize with the decorative motif and to 
complement it. A special feature is the fluorescent lighted 

ledge dramatizing a border of Chinese prints above. 


place the hall fixture in relation to the 
closet. A simple porcelain pull-chain 
socket mounted just over the door 
frame on the opening side serves shal- 
low closets. Deeper closets are bet- 
ter served by a fixture of the ceiling 
type controlled by switch just inside 
the door or by an automatic switch 
which operates by opening and closing 
the door. A minimum of 60 watts is 
recommended. 


Living Rooms 


In living room lighting a degree of 
flexibility is desirable to meet the va- 
ried requirements of family living. A 
ceiling center fixture provides most 
practically, at least for the modest 
home, soft background lighting for 
more visually comfortable use of port- 
able lamps, lighting for game tables 
in center of room without need to 
move portables, convenient overall 
room light upon entering, and flexi- 
bility in the room’s atmosphere for 
varying occasions. The ceiling fixture 
should be of a type which will distrib- 
ute to the ceiling and side walls and 
diffuse downward light throughout 
the room. 

Wall brackets and urns of either the 
purely decorative or functional types 
have living room application. Wall 
urns used in pairs on opposite walls 
offer substantial additional lighting to 
the general illumination of a rocm. 
especially in low-ceiling rooms. They 
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A continuous fluorescent unit across the top of the bed recess furnishes light 
both for decoration and reading. The lighted niches are purely decorative. 


are also useful on the end walls of a 
long narrow room in which a central 
fixture lights side walls better than 
end walls. In normal height room, 
wall brackets are mounted 5 feet 6 
inches above the floor and are best 
placed near casements to preserve wall 
spaces for a logical furniture and pic- 
ture placement. 

When cost is not a limiting factor, 
skillfully applied and balanced _built- 
in lighting offers endless possibilities 
and may replace a center fixture for 
similar lighting results or augment it 
for unusual decorative effects. An in- 
direct or luminous cove, continuous or 
sectional, is not suggested unless it 
can be mounted at least one foot from 
the ceiling, and greater space should 
be allowed for more satisfactory light 
distribution. 

To insure desirable amounts of 
light for sewing, reading, and other 
seeing tasks, the light source should 
be not more than 30 inches distant 


except in those cases in which spe- - 


cially designed in-built lighting is ap- 
plied. Portable lamps prove the most 
flexible means of obtaining light at 
desks, davenports, reading and sewing 
chairs, and pianos. Portable lamp 
lighting proves more comfortable and 
less spotty when the walls and floor 
are sufficiently lighted to avoid high 
contrasts between the immediate cve 
work and the surroundings. : 
Dining Room 

Whether the dining table is cen- 
tered in a room of its own or at Gune 
end of the living room, it is still the 
center of interest for that area. Linen, 
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china, and silver cannot gleam and 
sparkle if lighted by small wattage 
lamps in remote pairs of wall brackets. 
The method of lighting and the 
choice of fixtures, however, depend to 
a great degree on the activities at the 
dining room table. If it serves as just 
a dining area, individual taste is the 
dictator. If the dining table becomes 
a utility table for sewing, studying, 
writing or games, sparkle and gleam 
become secondary to enough well 
diffused light. 


When a fixture is suspended over 
the table, it becomes part of the table 
grouping and is usually hung with the 
bottom of the fixture 30 inches to 36 
inches above the table top. When the 
dining table is to become a utility 
table after dinner, a fixture should 
be chosen that produces lighting with 
the downward light diffused by means 
of a glass or plastic reflector. Close- 
to-ceiling fixtures, unless designed 
with a downlight component, will not 
high-light the table as well as a sus- 
pended unit. 

Wall brackets add a pleasing note 
of decoration in the dining room and 
liven up the walls with light. They 
should not, however, be used in place 
of a ceiling fixture but in conjunction 
with one. Because of the remote lo- 
cation of wall brackets, they alone 
cannot produce the light desired to 
create dramatic emphasis on_ the 
table service. 

The dining room is particularly 
adaptable to decorative lighting from 
window or wall valances, coves at op- 
posite ends of the room, recessed pin 
hole spots and lights in and above 
the china cabinets. Coves and va- 
lances may provide general illumina- 
tion in place of a ceiling fixture, or 
they may be used with a fixture 
when it is primarily for decoration. 
Lamps may be installed on the top of 
high cabinets to give additional back- 
ground lighting as well as being deco- 
tative. When downlights are installed 
over the table, some additional light- 
ing system to reduce contrast and pro- 
vide background lighting is essential 





A soft glow of light on the frothy curtains of this Traditional bedroom stems 
from the fluorescent tubes concealed behind the mirrored window valances. 
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—wallbrackets, torchieres, urns, va- 
lances or coves. 


Kitchen, Laundry, and Garage 


Serviceable kitchen lighting means 
there must be: (1) light distributed 
generally about the room, and (2) 
light specifically directed on work 
areas such as sink, range, counters and 
dining table if there is one. When 
totally indirect fixtures are used, they 
should be suspended far enough from 
the ceiling to permit a wide distribu- 
tion of light but not so low as to ex- 
pose the luminous neck of the lamp 
to one’s eye. General illumination 
alone, however, will not prevent the 
annoyance and inconvenience of work- 
ing in shadow at the sink, range, and 
other work areas. 

The type of lighting installed over 
the sink depends upon the window 
and cabinet treatment. A duplicate of 
the central fixture, but smaller in 
scale, is often used over the sink. Di- 
rect downlight units, utilizing either 
filament or fluorescent lamps, may be 
recessed in the ceiling or between the 
cabinets over the sink. Opal glass 
plates should be used for filament 
lamps, while stippled or etched glass 
plates or louvers should be used for 
fluorescent lamps. 


Where sinks are against unbroken 
wall surfaces or beneath double-sash 
windows, a bracket type fluorescent or 
incandescent lamp is often attached 
to the wall or to the center connect- 
ing window frame. Such _ bracket 
lamps are suitable for use over ranges 
and work counters also. They should 


In this modern kitchen, a recessed ceiling fixture for general 
illumination is supplemented by local lighting over the three 
principal work areas. All lamps are fluorescent. Similar light- 
ing is provided for the laundry. At right, note the fluorescen’ 
unit in laundry that “pops out” over the ironing board. Local 
lighting is provided over all work areas. 


be mounted approximately 56 to 58 
inches above the floor or below eye 
level for greatest comfort. When 
lights are not built into cabinets to 
illuminate the counter surfaces, brack- 
et lamps should be installed on the 
wall under the cabinets. 


Serviceable laundry lighting means 
there must be light direct on work 
areas such as wash tubs, ironing board, 
ironer, and counters or sorting table. 
A single, conventional ceiling fixture 
cannot properly light these various 
areas. A minimum of two fixtures is 
necessary. 

In the garage, two fixtures having 
metal reflectors are recommended— 
one mounted at the front and one at 
the rear, or as otherwise desired. 


Bedrooms 


Bedrooms in the home must fit to 
day’s living by being adaptable to 
other uses than that of a comfortable 
place to sleep. Dressing, applying 
make-up;' reading, sewing, studying are 
common uses. A ceiling fixture, there- 
fore, is recommended for every bed- 
room. 

The bedroom provides an excellent 
opportunity for the application of the 
less expensive built-in light effects. 
Special lighting devices at the dress. 
ing table and pier mirror send the 
mirror-user to the day’s assignment 
with assurance. For dressing tables 
built in between wardrobes, excellent 
make-up lighting is obtained by a light 
box recessed in the furred-down ceil- 
ing above. Thin etched glass is rec- 
ommended for fluorescent and diffus- 
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ing opal glass for filament lamp in 


such a box. To get fullest lighting 
benefit under the chin and minimum 
face shadows, the dresser top should 
be mirrored. 

Lighting down each side of the mir- 
ror is also excellent. It may be inset 
in the wall or attached to it with half- 
cylinder shades. A bracket with an 
open-bottom oval shade placed over 
the pier mirror offers a low-cost light- 
ing method. 

Wherever special built-in lighting is 
not supplied, portable lamps are 
needed. For the one who reads in 
bed, wall lamps hung over the bed 
give the most generous result, al- 
though tall bedside table lamps serve 
the purpose. Lamps at the dresser, 
desk, reading or sewing chair are re- 
quired. A small 6-watt night lamp 
plugged in low convenience outlet is 
desirable, especially in nurseries. 


Bathrooms 


The most important lighting in the 
bathroom is that which is provided at 
the mirror. Light is needed at the 
bathroom for both shaving and make- 
up. Shaving becomes a difficult task 
when the conventional fixture is 
placed directly over the mirror. Such 
an installation illuminates the glass 
and the top of one’s head, producing 
grotesque shadows under the eyes, 
nose and chin. It is not the mirror 
that should be lighted, therefore, but 
the face in front of it. 

The ideal mirror lighting method 
provides light entirely around the mir- 
ror. This method seems not too far 

(Continued on page 87) 
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Successful Wiring Program 
Requires Employee Training 


By A. W. Harris* 


WE ALL ADMIT that adequate 
wiring is a fine idea and that the satis- 
factory performance of electrical de- 
vices is largely dependent upon it. It 
is a physical asset that adds greater 
value to a home, because it renders a 
tangible service. Why, then, cannot 
this service be merchandised like other 
goods and services? What is the cause 
of the wiring bottleneck? 

The answer is that we, in the utility 
industry, have not developed and com- 
bined a coordinated promotional and 
direct selling effort. We need to 
create the desire and stress the need 
for better wiring, both to professional 
groups and individual customers. The 
service and utility of better wiring in- 
stallations must be merchandised! 

I believe this can be done by ap- 
plying the same basic principles that 
have been used in bringing about the 
trend in electrical living. 

There are, however, some _pre-re- 
quisites that I believe are essential for 
a successful wiring program: 

1. Top management must be sold 
on the activity—not just the idea. 
They should be made to understand 
that it is, definitely, a long range pro- 
gram, not just an idea to stir up a 
little quick interest to get by the first 
flush of prosperity. Management 
should be familiarized with the objec- 
tives and plan of operation and be 
willing to encourage and support the 
activity in their contacts with field 
executives. The degree of success of 
any program is dependent to a certain 
extent upon the interest shown by 
management. Even though, sooner 
or later, they will find it out, it is a 
good idea to let them know you in- 
tend to spend a little of the company’s 
money! 

2. A basic training course, in lay- 
man’s language, should be designed 
for your own and dealer representa- 
tives who contact the public and pro- 
fessional group. The objective of this 


*Mr. Harris is supervisor of dealer co- 
ordination for Georgia Power Co., At- 
lanta. This article is adapted from a 
talk made before the Residential and 
Commercial Committee of the South- 
=" Electric Exchange, Dec. 7, 
1945. 
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training course should be to stress the 
functions of the principal component 
parts of the wiring system. Use more 
visual aids and less conversation and 
compare the essential parts of the wir- 
ing system to a common analogy. 

For instance, compare the service 
entrance conductors to the driveway 
leading up to the residence. A drive- 
way must be wide enough to accom- 
modate an automobile—so must wir- 
ing be adequate to serve the custom- 
er’s needs. And then, compare the 
min entrance switch to a doorway 
through which electricity enters the 
house. Providing an adequate sizc 
doorway for electricity entails no more 
expense, proportionally, than install- 
ing proper size doorways for furniture 
and other articles that are to be 
brought into the home. 


Certainly this training should 


strive. to give your representatives an 
intelligent and clear understanding of 
some of the most common technical 
terms used in our business. It will 
increase their confidence, but don’t try 
to make wiremen of your representa- 
tives. Don’t make this training too 
technical, keep it simple, work toward 
developing a logical, understandable, 
story in common everyday language. 
Nobody but the manufacturers and 
underwriters are interested in the com- 
plexities of design. They are special- 
ists in this field and are competent. 
Let them worry with the technicali- 
ties; our objective is to promote the 
need of, and desire for, adequate wir- 
ing installations. 

The accomplishments of the two 
pre-requisites briefly outlined, if donc 
well, will provide the incentives and 
most of the manpower necessary for a 
program that has a definite follow 
through. 

All company employees — sales, 
home service, and operating, and any 
departments that have daily contact 
with customers—can be interested in 
this activity. 





Floor Area 
of Dwelling 


Branch circuits carry the electric’ 
breaker to all lights and appliances. 


fraction thereof. 








Estimate Your Wiring Requirements 


Electric service entrance wiring is determined by the total square foot 
floor area of the home. The floor area is computed from the outside dimen- 
sions of the house, and includes all areas except open porches and unfinished 
spaces in basement and attic. 

The square foot floor area of your home_. 


All service entrances should be three-wire. 


The size of the Service Entrance Wires and the rating of the main service 
switch or circuit breaker is determined from the following table: 
Size of Service Ampere Rating of Main 
Entrance Wiring Se 


2 
The size of your three entrance wries will be 
The ampere rating of the main Service Swith or Circuit Breaker 
from the service switch or circuit 
te your requirements as follows: 
1. You will need for lighting, radio, small appliances 


To estimate, allow one circuit for each 500 square feet of floor area and 


2. You will need larger wire (No. 12 gauge) for circuits supplying appliances 
in the kitchen, dining room and laundry. These are 20-ampere appliance 
circuits and will carry 2300 watts per circuit. 1 Ones 

To estimate your requirements, the approximate wattage is listed for 
appliances generally used in the following locations: 

Kitchen and 


eee 


Your estimate for the number of kitchen and dining room appliance 


rvice Switch or 
a 


60 
100 
100 


” 








Circuits 





circuits 











Form used by Georgia Power Company customer wiring surveys. 
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The incentives of additional appli- 
ance sales, the improvement of home 
lighting intensities, the reduced num- 
ber of appliance service calls and fuse 
replacements are quickly grasped by 
these employees. Also, management’s 
recognition of the importancc of this 
activity will encourage employee _par- 
ticipation. 

Back this up with adequate super- 
vision, provide your employees with a 
plan to make specific recommenda- 
tions that the customer can work to- 
ward, and your representative will sell 
your program. This can be done by 
personalizing the individual require- 
ments of the home by means of a sur- 
yey from such as shown in the accom- 
panying illustrations. 

I believe this suggested outline is 
worthy of your consideration — and 
use—because : 

First: it provides a means for tak- 
ing a definite, positive action about 
better wiring, instead of talking about 
the matter in generalities. 

Second: your representative can 
arouse the customer’s attention be- 
cause he can be specific and talk about 
the customer’s own problems. 

The brief information 21 the out- 
line provides the basis for your repre- 
sentative to present a_teasonable, 
logical, step-by-step story to the indi- 
vidual customer. A specific recom- 
mendation can be made for, and left 


with, every customer for future refer- 
ence or study. It helps the customer 
to remember some of the most vital 
and important points that we are 
trying to drive home. 

Third: I believe it will give the 
customer a better understanding of 
what to expect and look for in a 
wiring system. Why do you. think 
builders started incorporating two 
bathrooms in residences? Not because 
they were pretty, but because they 
can sell the extra bathroom and make 
a profit! Very few customers know 
about, or see, or buy, the traps, soil 
pipe, lead joints, etc., that constitute 
the complete plumbing system. Of 
course, customers can see part of the 
bathroom system, but more impor- 
tantly, they want two bathrooms be- 
cause they appreciate the conven- 
ience and utility of the second one. 

It would be most effective if cus- 
tomers, before agreeing to purchase 
a home, insisted upon plans that in- 
cluded a three-wire service entrance, 
or a sixty ampere main switch, or a 
certain number of circuits, and so 
many lighting and convenience out- 
lets. 

Everyone of these items are visible 
to the customer, but he does not 
appreciate them because he has no 
understanding of their function. It’s 
our job to give every customer a 
better knowledge of better wiring. 





Laundry 

Portable Washer 4 watts) 
Ironer 0 watts 
Automatic ween” “(ndivideal Seem - 
Laundry Dryer (Individual Circuit aaa 


cial and fixed appliances as listed below. 
of wire of separate circuite will be 
of the appliances served. 





Electric Range 
Furnace Fan Attic Fan 

4. Provision for future circuits. 
Two spare termina 





You will make future provision for. 


Number appliance circuits needed for your type laundry ‘equipment... —_—- — 
8. You will also need separate and individual circuits to supply certain spe- 
The number of wires and the size 


Individual circuits will be required for your: 
Water Heater 








Is are recommended in the distribution panel for 
future use and additions of home equipment. 


Circuits 


Circuits 
the design and needs 


Water Pump -- 
Air Conditioning - 


ie 





fort and convenience. 
dark areas and thereby reduces accidents 
the house as suggested in the form below: 
NUMBE: 


Fixed Lighting Outlets 
General 


Location 


Total number of all types of circuits needed—GRAND TOTAL-~.- 


Enough points of use (that is, convenience and lighting outlets) and 
points of control (single and multiple switches) are necessary for your com- 


— ne Use permits freedom in furniture arrangement and reduces eyes 

Pointe of Control provides a path of light through the home; eliminates 

To summarize the number and type of outlets needed, estimate each room, hall, ete., in 
R OUTLETS NEEDED 


Supplementary 


Circuits 
Circuits 


Switch Outlets 
Single Multiple 
Control Control 


Convenience 
Outlet 





Living room ---_. 
Dining room... — 
Bed Room 





Bed Room —__- colina iii. “ole 











Reverse side of form used by Georgia Power Company. 
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Adequate Wiring 


Manuals Issued 


RESIDENTIAL wiring systems 
planned to permit the home owner 
to enjoy all his present appliances, and 
to add new electrical servants in confi- 
dence that their service will not be 
impaired by lack of outlets or current, 
are presented in the “Handbook of 
Residential Wiring Design,” a 32-page 
booklet to be published in February 
by the all-electrical Industry Commit- 
tee on Interior Wiring Design, repre- 
senting ten leading trade associations 
and technical societies in the electrical 
field. Also prepared by the commit- 
tee and to be published in March is a 
64-page “Handbook on Farmstead 
Wiring Design.” 

The residential handbook is a com- 
plete revision of the residential stand- 
ards appearing in the Handbook of In- 
terior Wiring Design published in 
1937, and is now available for the first 
time under a separate cover. The 
farmstead handbook is the first of its 
kind to be published. 

Wide distribution of these two 
handbooks — approximately 100,000 
have been ordered in advance of pub 
lication — will give practical help in 
presenting the electrical industry's 
postwar wiring programs to the pub- 
lic. It is expected that individual 
companies as well as associations in 
various fields of the electrical indus- 
try will take part in widespread distri- 
bution of the two publications. A key 
to wider distribution is the small unit 
price of the publications when ordered 
in quantities of 1,000 or more. 

Both booklets are the result-of over 
a year’s planning and preparation by 
the joint committee representing the 
following organizations:. American In- 
stitute of Electrical Engineers, Ameri- 
can Home Lighting Institute, Ameri- 
can Society-of. Agricultural Engineers, 
Edison Electric Institute, Muminating 
Engineering Society, International As- 
sociation of Electrical Inspectors, Na- 
tional Electrical Contractors Associa- 
tion, National Electrical Manufactur- 
ers Association, National Electrical 
Wholesalers Association, and Radio 
Manufacturers Association. 

The handbooks, it is felt, will be of 
substantial aid to architects, engineers, 
builders, contractors, lending institu- 
tions, and other organizations con- 
cerned with home building and plan- 
ning. Prospective home owners and 
those now planning remodelling of 
their present homes will find practical, 
efficient wiring systems, with both 
floor plans and text easily understood 
by men with no technical experience. 

The residential handbook summat- 

(Continued on page 86) 
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INDUSTRIAL MAINTENANCE 


Eleetrieal Maintenanee Guide 


EFFECTIVE maintenance of elec- 
trical equipment begins with proper 
applications and ‘correct installation. 
Manufacturers’ bulletins describing 
specific items of equipment are usually 
the best guides to proper application. 
The National Electrical Code is the 
accepted standard for safe installation. 


The purpose of maintenance is to 
prevent the occurrence of trouble in 
“electrical equipment. This is best ac- 
‘complished by preparing a regular 

“maintenance schedule; covering all 
equipment, and following it closely. 

The following paragraphs provide 
a general guide for the maintenance 
of electrical equipment.. More fre- 
‘quent inspections may be required for 
equipment in dirty or damp locations, 
or for equipment subjected to severe 
loading conditions. Wherever possi- 
ble, obtain the specific maintenance 
instruction sheets accompanying each 
piece of equipment and follow their 
recommendations. 





SUBSTATION EQUIPMENT 





Transformers - 

Test temperatures of transformers 
operating at full load at least once a 
month. Oil temperature of oil- 
immersed _ self-cooled _ transformers 
should never exceed 90 Centigrade 
and such transformers should not be 
permitted to operate for long periods 
of time above 80 Centigrade. 

Check oil level in transformers 
every three months and replace leak- 
age and evaporation loss. Inspect for 
oil leaks in transformer tanks. Check 
ground lug and ground circuit. 

Condition of transformer oil should 
be tested at least once each vear. If 
the dielectric strength is less than 18 
ky, oil should be reconditioned. New 
oil should be tested before being 
placed in transformer and should have 
a dielectric strength of at least 18 kv. 


Lightning Arresters 


Inspect all lightning arrester con- 
nections in early spring just before 
lightning season and every other 
month during summer. Measure 
ground resistance just before light- 
ning season begins; if it exceeds five 
ohms, make necessary improvements 
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Proper maintenance of elec- 
trical equipment will accomplish 
safety to persons and reduce 
losses in wages, operating costs, 
property and production. Much 
equipment has been operated 
for long periods without in- 
spection during the wartime 
years. Now is the time to ex- 
amine all electrical installations 
for possible hazards.* 


to lower it to five ohms or less. 
Never run ground wire through iron 
or steel pipe for protection against 
mechanical injury unless wire and 
pipe are bonded together. 





WIRING 





Wires and Cables 


Wiring systems subjected to vi- 
bration should be inspected monthly. 
All mechanical connections such as 
locknuts, bushings, etc., should be 
tightened. Bond wires and ground 
connections should be _ checked. 
Check system to make certain that 
no hazards have developed since last 
inspection such as oil or water leaks 
near raceways, steam pipes installed 
near cables or raceways, high tempera- 
ture conditions developed in vaults or 
special rooms, etc. Examine all wir- 
ing in switch boxes, motor connec- 
tions, etc., for possible mechanical 
injury. Where vibration is not pres- 
ent, this inspection should be made 
annually. 

Examine drop cords and portable 
cables every three months when in 
regular use. Repair any damage or 
severe wear such as found at point 
where wire enters lamp sockets, plugs. 
and portable appliances. Keep ex- 
tension cords away from radiators, 
steam pipes, nails, hooks, and other 
metal objects. Keep rubber cords out 


*This maintenance guide is reprint- 
ed by permission of the Maintenance 
Schedule Committee of the Interna- 
tional Association of Electrical Inspec- 
tors. The committee includes the fol- 
lowing members: Carl W. Evans, chair- 
man, C, A. Lundborg, R. D. McDaniel, 
W. J. Mahan, and J. G. Moyen. 


of sunshine as much as possible and 
free of oil, grease and chemicals. 
Keep lamp guards in place. 


Switch Boxes, Panel Boxes, Etc. 


Inspect all metal boxes of the wiring 
system monthly. (In locations that 
are particularly dusty, boxes should be 
cleaned out weekly.) Make certain 
that all covers fit tightly and are in 
place; keep all unused “knockout” 
holes plugged tightly. Bond wires 
and ground connections should be 
checked. 


Fuses and ‘Switches 


Inspect all fuses twice each year to 
ascertain that circuits are not over- 
fused. Keep fuse clips clean and tight 
and check all connections to prevent 
overheating. Inspect closely for any 
evidence of overheating as a result of 
high resistance contacts or overloads. 
Examine refillable fuses, replacing 
charred cases, making certain that 
cases are refilled with links of proper 
rating, and that fuses are assembled 
tightly. 

Inspect switches at same time fuses 
are checked. Inspect closely for evi- 
dence of overheating as a result of high 
resistance contacts or overloads. Check 
operation of “quick-break”’ features, 
cte. 





LIGHTING EQUIPMENT 





Need for Regular Maintenance 


Lack of maintenance of lighting 
equipment may reduce available light 
by as much as 50 per cent or more. 
This loss represents a loss in invest- 
ment, increased operating expense, 
and may cause accidents and produc- 
tion loss. Type of maintenance 
schedule needed will vary widely with 
type of plant and size of installation 
but it should include the following 
five-point program: 
1. Provide easy access to all lumi- 
naires. 

. Clean luminaires regularly with 
soap and water. 

. Replace lamp outages. 

. Paint walls and ceiling light 
colors and keep them light. 

. Maintain rated voltage at lumi 
naires. 
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CONTROL EQUIPMENT 


Keep Equipment Clean 


In dusty locations, clean and blow 
out all starting switches, compensa- 
tors, controllers, and air circuit break- 
ers at least weekly. Do not allow dust 
or dirt to accumulate on high voltage 
bushings or terminals. Do not permit 
an accumulation of dirt, oil, grease 
or water on the operating parts of 
control equipment. In damp or cor- 
rosive atmospheres, paint control parts 
quarterly or semiannually. In clean 
locations quarterly or semiannual 
cleanings will suffice. 


Check Mechanical Conditions 


The mechanical condition of all 
control equipment should be checked 
weekly if subject to vibration or 
monthly otherwise. Tighten all nuts 
and screws; examine electrical and 
mechanical connections on both 
panels and resistors. Check condition 
of “pigtail” connections closely— 
especially in corrosive atmosphere. Re- 
place any damaged or worn parts, and 
inspect condition of magnet contact 
surfaces. See that control mechan- 
ism operates freely and ‘oil or grease 
if necessary. Do not lubricate contact 
surfaces! Check operation of me- 
chanical or electrical interlock devices. 





Maintain Contacts 


Control equipment subject to se- 
vere operating conditions should have 
contacts inspected weekly. A month- 
ly check is sufficient for average oper- 
ating conditions. Adjust, file clean, 
or renew contactor tips if badly worn 
or burned. (Ordinary roughening of 
contact tips due to arcing need not be 
serviced but large projections should 
be removed with a file. If there is 
evidence of overheating, oxide sur- 
face should be removed by a few 
strokes with a file.) Examine closely 
for any high resistance joints in con- 
tactor circuit. (A new combination 
a-c/d-c millivoltmeter is available for 
checking resistance of bolted joints 
and contact surfaces.) Do not lubri- 
cate contact surfaces. 


Check Oil Condition 


Make semiannual inspection of oil 
level, and condition in starting com- 
pensators, oil switches and circuit 
breakers. Replace leakage and evap- 
oration loss; replace oil if dirty or 
gummy. (In dirty or damp locations, 
inspect oil level and condition quar- 
terly or monthly according to severity 
of conditions. ) 


Test Overload Devices 


Circuit breaker tripping points 
should be checked monthly. Replace 


dashpot oil if thick and gummy. Keep 
orifices in plunger clear. Keep leather 
bellows soft and pliable with neat’s 
foot oil. Be sure that heater coils for 
thermal overload relays are the correct 
size. Check overload relay settings 
every six months. 





MOTORS 





Follow Specific Instructions 


Wherever specific maintenance in- 
structions for a particular motor are 
available, they should be followed 
closely. In the absence of such speci- 
fic instructions, the following periodic 
checks should be made. These are 
based on average conditions with re- 
gard to severity of duty and dirtiness 
of location. The frequency of the in- 
spections can be varied to suit actual 
plant conditions. 


Weekly Inspections and Operations 


1. Examine commutator and 
brushes. 

2. Check oil level in bearings but 
do not over-lubricate. 

3. See that oil rings turn with 
shaft, and note any excessive end play 
in shaft. 

4. See that shaft is free of oil and 
grease from bearings. 

5. Examine starter, switch, fuses, 
and other controls, as well as ground 
connection ard motor leads. 

6. Open-type motors in dusty loca- 
tions should be blown out thoroughly. 

7. Check air gap between rotor and 
stator. The difference in width of 
gap.around circumference will indi- 
cate extent of wear on bearings. This 
check should be made weekly on mo- 
tors operating with excessive belt ten- 
sion; otherwise check air gap semian- 
nually. 

8. Start motor and see that it is 
brought up to speed in normal time. 

9. Check motor and bearing tem- 
perature under actual load conditions 
by feeling with hand. 


Semiannual Inspections and 
Operations 

1. Clean motor thoroughly, blow- 
ing out dirt from windings and wipe 
commutator and brushes. 

2. Inspect commutator clamping 
ring. 

3. Check brushes and renew any 
that are more than half worn. 

4. Examine brush holders and clean 
them if dirty. Make sure that brushes 
tide free in holders. 

5. Check brush pressure. 

6. Check brush position. 

7. Drain, wash out, and renew oil 
in sleeve bearings. 

8. Check grease in ball or roller 
bearings. 
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9. Check operating speed or speeds. 

10. See that end play of shaft is 
normal. 

11. Inspect and tighten connec- 
tions on motor and control. 

12. Check current input and com- 
pare with normal. 

13. Run motor and examine drive 
critically for smooth running, absence 
of vibration, worn gears, chains, or 
belts. : 

14. Check motor foot bolts, end- 
shield bolts, pulley, coupling, gear and 
journal setscrews, and keys. 

15. See that all motor covers, belt 
and gear guards are in good order, in 
place, and securely fastened. 


Annual Inspections and Operations 


1. Clean out and renew grease in 
ball or roller bearing housings. 

2. Test insulation by megger. 

3. Clean out magnetic dirt that 
may be hanging on poles. 

4. Check clearance between shaft 
and journal boxes of sleeve-bearing 
motors, to prevent operation with 
worn bearings. 

5. Clean out undercut slots in 
commutator. 

6. Examine connections of com- 
mutator and armature coils. 

7. Inspect armature bands. 


Complete Overhauls 


Motors should generally be given 
an overhauling at intervals of five 
years or so, normally, or, if the service 
is more severe, more frequently. Such 
a practice is beneficial in avoiding 
breakdowns and in extending the use- 
ful life of the equipment. 





ARC WELDING SETS 





Special Considerations 


The general maintenance schedule 
relating to motors and motor controls 
will apply generally to arc welding sets. 
Ground connections should be check- 
ed periodically. Condition of cable 
leads should be inspected frequently 
to prevent flow of short circuit cur- 
rent which may load generator over a 
long period of time. Proper ventila- 
tion should be provided, and machines 
operated outdoors should not be cov- 
ered with tarpaulins in such a way as 
to impede ventilation. 


Maintenance File 


Most industrial maintenance engi- 
neers have found it most helpful to 
compile a file of maintenance data, in- 
cluding manufacturers’ bulletins, ma- 
gazine articles and books. Best plan 
is to file by subjects, but relate the file 
to the equipment being maintained by 
a special cross index. 
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Adequate Wiring Essential 
For Fall Usage on Farms 


By S. S. Bradford* 


THE PROBLEM of putting across 
an adequate wiring program for farms 
involves four important tasks: 

To help the farmer to understand 
adequate wiring, including initial 
versus future needs, and initial versus 
future costs; 

To help recognized, capable wiring 
contractors to accept and recommend 
adequate wiring, including the build- 
ing * of recognized capable contrac- 
tors, the creating of understanding and 
acceptance of what is adequate wiring; 
and the overcoming of the effect of 
competitive bidding; 

To help develop sales outlets for 
electrically operated farm equipment, 
including selling them on advantages 
of handling it and helping them devel- 
op adequate installation and service 
programs; 

o help coordinate the work of all 
agencies that have a natural interest 
in adequate wiring, for only with their 
help can we hope to make progress. 
This is where we multiply the man- 
power that can be mutually helpful 
with mutual advantages to all. 

Obviously, our first concern is the 
farmer himself. To consider any- 
thing approaching adequate wiring, he 
needs to be informed. He wants to 
visualize the possibilities of electric 
service beyond his immediate needs. 
He must have some initial plan, bal- 
ancing what he can spend now against 
his ultimate wiring requirements as he 
can now anticipate them. 

As we cannot see and work with 
each farmer personally, as we would 
like to, we are placing in his hands 
information which he can use in devel- 
oping his own plan to be supplement- 
ed by help from his wiring contractor 
and from us when requested. 

Recently one of the large manufac- 
turers of electrical equipment made 
available a booklet called “Farm Wir- 


*Mr. Bradford is promotional manager 
for the Potomac Edison Company, 
Hagerstown, Md. This article was 
adapted from a talk before the Agri- 
cultural Development Committee of 
the Southeastern Electric Exchange, 
Dec. 7, 1945. 
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ing Guide.” This booklet uses simple 
words, simple illustrations and simple 
electrical symbols. It shows kilowatt 
loads that may be expected for differ- 
ent uses and makes it easy to deter- 
mine the size feeder wires required. It 
enables circuits, outlets, and switches 
to be determined with relative ease. 
But, best of all, it diagrams a typical 
layout for each type of farm building 
including every room in the house. 
Then cross-section pages are provided 
for use in laying out the wiring fox 
each of these buildings and rooms, if 
desired. 

Frankly, we feel that the farmer can 
and will use this book in whole or in 
part, indicating any rearrangements or 
eliminations directly on the individual 
layout diagrams. We suggest this 
simple procedure rather than using the 
cross-section pages to make his own 
layouts. The booklet does not include 
a typical specification form, which it 
may be desirable to insert locally, to 


enable the farmer to more definitely 
control the work done by the con- 
tractor. 

To localize this booklet, as well as 
to stimulate the interest of the entire 
family, including the children, we 
have prepared a cartoon booklet using 
Reddy Kilowatt. In this, we show the 
need for adequate wiring planning; 
many of the uses he will probably 
want to make of electricity in terms 
of quantity of work done and related 
costs; suggest how he can use the 
“Farm Wiring Guide;” explain how 
greater use results in lower unit cost 
of electricity; why we have a minimum 
charge and how little it means to a 
real user of electric service. Finally, it 
shows how electric service makes for 
time releasing, automatic operation of 
much equipment, with safety without 
handling inflammable or explosive 
fuels; how “all-purpose” electric serv- 
ice will meet all of his farm building 
operational and processing needs. 

These two booklets are delivered 
to the new farm customer when the 
contract is made for right-of-way or 
they are mailed immediately follow- 
ing this contact. In some districts, the 
cartoon booklet is first delivered, to 
be followed shortly by the “Farm 
Wiring Guide.” Our experience is 


Full use of electrical service on the farm is possible only when circuits and 
outlets are provided at all points of possible usage. Shown here is a single- 
phase motor on a portable carriage being used to operate a haydrier. 
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not sufficient to report on results. Our 
judgment is that this plan will cer- 
tainly help the farmer and us. 

Where possible we have meetings 
with gtoups of farmers and their fam- 
ilies, prior to building a new line, ex- 
plaining the need for adequate wiring, 
how to anticipate his future needs and 
how to plan for them. It is explained, 
where cost is a controlling factor, how 
a central distribution center or pole 
is desirable, how service entrances, 
service entrance panels, feeders and 
distribution panels should be initially 
installed to meet ultimate needs. The 
farmer is encouraged then to make 
his saving by delaying the installation 
of such Is So or circuits as are not 
immediately necessary. Such meetings 
do not cover all new customers by 
any means, as some new customers 
cannot attend and many new farm 
customers are added singly or in 
groups of two or three, where meet- 
ings are not practicable. 

With reference to old farm custom- 
ers, we help on an individual basis 
with their wiring needs as the oppor- 
tunity to assist is afforded us. ‘This 
activity is stimulated in farm meet- 
ings, in individual contact, and 
through educational work with wir- 
ing contractors, equipment dealers, 
and various farm agencies and organ- 
izations. 

The farmer is further helped by giv- 


ing him a list of contractors who do 
good work. The “curb stone” contrac- 
tor is not encouraged, although he still 
does far too much wiring. 


Getting Along with Contractors 


This brings us to the second part 
of our problem, the wiring contractor. 

The average wiring contractor is 
often more interested in installing wir- 
ing than in selling a truly adequate 
wiring job. We attribute this to two 
main causes. First, lack of under- 
standing as to what constitutes an ade- 
quate wiring job for a particular farm- 
er, together with some tendency to 
not bother with analyzing and recom- 
mending what the farmer needs. 
Secondly, to competition—that is to 
attempting to be low bidder, rather 
than wiring planning helper. 

We have made real progress in 
certain of our districts in improving 
these conditions by— 

Having dinner meetings with wir- 
ing contractors about three times a 
year using informal programs with 
much discussion. The essentials of a 
_ wiring job for different types of 
armers are developed. Suggestions 
concerning good service entrance feed- 
er and distribution installations are 
developed. Determination of immed- 
iate and subsequent circuits and feed- 
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er extensions, against what the farm- 
er can now afford, are worked out. 
It is pointed out that we are doing 
all we can to inform farm customers, 
new and old, along the same lines, 
trying to make it easier for the con- 
tractor to sell adequate present and 
future wiring. 

Then we require underwriters’ in- 
spection before connecting service. 
Accordingly, the electrical inspector 
is invited and usually attends these 
meetings. While wiring that will be 
approved is certainly not necessarily 
adequate wiring, the inspector is en- 
tirely sympathetic and supports ade- 
quate wiring in many ways. His pres- 
ence at a meeting also serves to clear 
up questions and enables him to make 
known any new procedures or re- 
quirements. Cooperation is more 
easily secured in clearing up any com. 
mon faults. 

We freely discuss the troubles 
growing out of competitive pricing of 
jobs, and in some instances seem to 
be making progress in that the con- 
tractors make a real effort to sell 
adequacy through showing ultimate 
saving to the customer. General edu- 
cation and stimulation of all parties 
concerned seems to offer the best ap- 
proach to solving the competitive bid- 
ding problem. 

We are planning more specifically 
than in the past to give a list of ac- 
cepted contractors to each farmer 
contemplating new wiring, and to en- 
courage the farmers to use the serv- 
ices of these men. While we cannot 
control the entry of wiremen into the 
contracting business, we encourage 
them to undertake wiring work on 
their own only after they have gained 
the necessary experience through work- 
ing for an accepted contractor. Frank 
discussion of such matters with all in- 
terested parties contributes to prog- 
ress that is desired. 

Whenever practicable, we support 
the wiring contractor and help build 
up acceptance of him through pub- 
licity and direct mail. As an exam- 
ple, a series of ten mailing pieces 
has been developed concerning com- 
mercial lighting for mailing to select- 
ed commercial customers. The theme 
is better lighting through using “your 
local contractor and the advisory serv- 
ice of your power company,” and 
openly warning against the traveling 
retail salesman of commercial light- 
ing equipment, selling on price, 
usually without recourse or service. 

Perhaps this is the place to con- 
sider the desirability of having cer- 
tain minimum service entrance and 
switch requirements. Certainly, three 
wire, No. 6, and 60-ampere switches 
are none too large, but some such 


requirement does help the contractor 
avoid ridiculously small capacity. 

Now for the third part of our 
problem. Dealer outlets for farm 
electric equipment. 


Better Farm Dealers Needed 


In our area we find few dealers 
with a reasonable knowledge of what 
farm electric equipment has been 
available; fewer yet with any confi- 
dence in how to sell it or interest 
in doing so; and practically none with 
any knowledge of the wiring to be 
associated with its installation. In our 
new rural department work, we feel 
that one of our first jobs should be 
to improve this condition. 

But, this needs to be coordinated 
with the availability of such farm 
electrical equipment as was made be- 
fore the war. In checking with the 
manufacturers, we find the immedi- 
ate supply outlook to be poor with 
uncertainty as to when old items will 
be available or new ones on the 
market. 

So, for the present we are keeping 
in touch with the manufacturers, look- 
ing to the day when we can help 
bring the manufacturer, distributor, 
and dealer together. The farm machin- 
ery, feed, hardware, and some auto 
dealers are being contacted. We are 
cataloging them concerning equip- 
ment they did handle and the addi- 
tional farm electric equipment that 
it appears they will be interested in 
handling. 

We ure learning what they know, 
gradually informing and interesting 
them concerning farm electric equip- 
ment and its application possibilities 
in completing their lines. At appro- 
priate times, installation requirements 
are discussed. Wire sizes in relation 
to KW connected loads and distances 
are discussed and a chart is left to 
guide them in telling farmers of the 
wiring that will be needed for differ- 
ent KW loads. 


It is startling to learn how quickly 
this chart catches their interest and 
how interested they are in keeping 
a copy. A number have readily sug- 
gested, and investigation has proven, 
that unsatisfactory service in connec- 
tion with certain sales of electric 
brooders resulted from wire that was 
too small or runs that were too long 
for the size wire used. We plan to 
coordinate dealer and potential deal- 
er contacts with the availability of 
farm electric equipment, stimulating 
their interest as rapidly as it is pos- 
sible to follow through with action 
from the manufacturers. 

Some discussion with farm equip- 
ment dealers and electrical contrac- 

(Continued on page 84) 
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million miles of Alcoa A.C. 
able, trouble-free service it 


Jered during the past 
thirty-five years that here’s a conductor you can depend en. 





Reund and nound month after 
month, go the standing machines in 
Alcoa's wire mills as they form a seem- 
ingly endless number of miles of Alumi- 
num Cable Steel Reinforced—aluminum 


for high electrical conductivity, steel for 
high strength. 


Reund and nound go the reels 


as they pay out mile after mile of cable 


on rural lines and hi-lines being built all 
over the country. 


For help on engineering your lines, consult Alcoa, 
makers of Alcoa A.C.S.R. and fittings. ALUMINUM 


Company OF America, 2164 Gulf Building, Pitts- 
burgh 19, Pennsylvania. 


IN RYoY WE 
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CONTINUING the discussion of 
the changes that will be incorporated 
in the 1946 Edition of the National 
Electrical Code that will be published 
in the latter part of this year, ExEc- 
vricaL SourH presents some of the 
highlights recorded at the recent 
meeting of the Southern Section, 
!AEI, in Dallas, Texas. 

In discussing changes to be made 
in Article 310, R. B. Shepard, of the 
Underwriters’ Laboratories, Inc., 
stated that: 

Type TW will have uses the same 
as RW. Type TW will be used for 
all underground work except where 
subject to oil or gasoline, then a spe- 
cial marking should appear along with 
the TW showing its approval for oily 
locations. 

It was stated that in the near fu- 
ture, the industry could expect all 
Type T insulation to be suitable for 
oily installations. 

Conductor sizes 8 and 10 will stay 
in the Code and Nos. 9 and 7 will be 
omitted. 

It was explained that a number 10 
with a 60° C insulation would be 
rated at 30 amperes. The number 10 
will have 3/64” insulation. 

The conduit fill tables have been 
refigured but there will not be much 
change from the old Code. All the 
tables exercise the 40% fill rule. 

A 50% fill will be allowed for re- 
wiring of existing raceways in old 
buildings using Types R and T insu- 
lations. 

The conductivity. of aluminum will 
be figured: at 85% of copper capaci- 
ties. Mr. Segall stated that for con- 
ductors having ‘T and TW insulation 
in conduit for new work use Table 4 
of the preprint and not ‘Table 4 of the 
1940 Code. Tables 7 and 11 should 
be used for old work. 

Some one asked if Type ‘I’ would 
be used outdoors. ‘The answer was 
“Yes.” It may be used for general 
use outdoors. ‘Type TW should be 
used for continuously wet conditions 
as in underground conduits and TW 
with a special marking for use in oil 
and gasoline locations. 

Mr. Shepard stated that Type T 
will now have a wax finish to facilitate 
the pulling of the conductors into the 
conduit. One inspector told of the 
some trouble where type “T”’ insula- 
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tion was used on conductors which 
were run through a piece of greenfield 
attached to a machine tool. Vibration 
from the machine caused the green- 
field to penetrate the type T insula- 
tion, causing a breakdown. 

Another inspector stated that Type 
T insulation will tend to soften where 
subject to heat. 

Mr. Camus wanted to know how 
the inspector in the field will be able 
to identify Type TW for use where 
gasoline and oil is present. Mr. Knod- 
erer answered that the wire will be 
plainly marked for its use. He also 
stated that his company now has this 
type of insulation before Underwriters’ 
Laboratories, Inc., for. investigation 
and approval. 

Several inspectors were not in favor 
of only 2/64” insulation as they have 
had many cases of trouble from 
grounds. 

Mr. Stahl wanted to know if Type 
“T” insulation has been used in cable 
assemblies. Mr. Manning stated that 
several manufacturers had submitted 
non-metallic sheathed cable for ap- 
proval. 

Ben Segall was requested to lead 
the discussion on Articles 320 through 
358. 


Installation Requirements 


Section 3204-a was changed in tre- 
quiring the support to be of a non- 
combustible, non-absorbent insulating 
material. 

Section 3205, Spacing, was changed 
to permit installation of open con- 


- ductors with voltages not exceeding 


600 volts...The spacing was reduced 
from 4 inches to 2¥2 inches. With 
this change, wiremen can take advan- 
tage of these requirements in design- 
ing jobs with a minimum of reactance 
drop. 

Mr. Segall stated that we now pull 
a bundle of wires in long runs of con- 
duit and jam them in outlet fittings, 
etc. Why not just cable the wires 
together and support them on a mes- 
senger wire; certainly, we should not 
have any grounds. 

All reference to thermal insulation 
in the walls with respect to open wires 
and non-metallic sheathed cable will 
be deleted from the code. 

The proposed addition of two new 
locations where non-metallic sheathed 
cable should not be installed as men- 
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tioned in the preprint was knocked 
out and the rule will be the same as 
in the 1940 Code. 

Proposed Section 3365 will be 
taken out as these requirements will 
be taken care of in Section 3010. 

One member wanted to know if 
non-metallic sheathed cable could be 
run or fished in the hollow spaces of 
masonty walls. The answer was “Yes,” 
but only in inside partition walls. 
Outside walls could be considered 
damp and not suitable for non- 
metallic sheathed cable. 

Section 3382 will not permit type 
SE or ASE cable without individual 
insulation on the grounded conductor 
for use on domestic water heater cir- 
cuits as proposed in the preprint. 
There will be a new paragraph c, Sec- 
tion 3383, that will definitely require 
that all domestic water heaters shall 
be supplied by a wiring material with 
all insulated conductors. 

Section 3383 will be deleted as 
these requirements will be covered in 
Section 3010. 

H. G. Knoderer was invited to lead 
the discusison on Article 354 through 
370. The first important change 
noted was in Section 364. Taps will 
be allowed in busways without over- 
current protection provided, (1) the 
size tap wire is not smaller than 1/3 
the size wire tapped to and (2) the 
length of the tap is not greater than 
50 feet. 

From a proposal made in Shreve- 
port last March, it was stated that at 
the Electrical Committee meeting, a 
special committee was appointed to 
study the need for protection against 
static discharges on busway systems, 
and draw up such rules as are needed 
to correct the situation. 

V. H. Tousley was selected to lead 
discussion on Article 410. It. was 
stated that gas tube lamps may now be 
installed in dwellings provided (1) 
the voltage does not exceed 600, (2) 
the lamps and receptacles shall be so 
arranged that the terminals shall be 
dead when the tube is being removed 
from the fixture. It was later decided 
to go as high as 1000 volts on open 
circuit. 

Installation of gas tube lighting in 
industrial occupancies with open cir- 
cuit voltage of 1000 or less and in- 
stalled 8 feet from the floor must have 
(Continued on page 83) 











The new Hazardex-T cable is insulated with Hazakrome Type T thermo- 
plastic compound. As it is impervious to moisture and other deteriorating 
influences, it does not require braids on the individual conductors. 
Hazardex-T cables have these advantages: 
SMALL SIZE — A 2/64” wall of Hazakrome instead of 3/64” wall 
of rubber insulation. The absence of braids further decreases the 
diameter of Hazardex-T cable. 
LIGHT WEIGHT — The smaller dimensions mean a lighter weight 
cable. 
GREATER CARRYING CAPACITY — Hazardex-T cable has a rated 
limit of 60°C. copper temperature, while Hazardex with Type R 
insulation has a rating of 50°C. 


Hazardex-T is designed for inside lighting and appliance circuits. It is 
flexible, smooth, clean and dry. It is also easy to strip, splice, and install 
with standard wiring devices, making handling costs low. 

Further information and samples gladly supplied on request. Hazard In- 
sulated Wire Works, Division of The Okonite Company, Wilkes-Barre, Pa. 
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1945-A Year of Progress 
In Eleetriecal Development 


A REVIEW of the enginering ac- 
complishments of the electrical indus- 
try during 1945 is a story of war and 
of reconversion to peace. The begin- 
ning of the year found scientists, eng- 
ineers, and production men devoting 
all their efforts to the production of 
new, more and better munitions, arm- 
ament, weapons; to continued work 
on highly secret developments such 
as. radar, counter-radar, proximity 
fuses to explode bombs and projectiles 
close to their targets, jet propulsion 





*Mr. Bartlett is associated with the 
General Electric Company, Schenecta- 
dy, New York. 


By Guy Barilett* 


of improved type, sectional floating 
dry docks — and equipment essential 
for the most secret development of 
all, the atomic bomb. 


Future of Atomic Power 


The atomic bomb was strictly a 
product for war, to which the elec- 
trical manufacturing industry as a 
whole contributed mightily. Secretary 
of War Stimson, in his statement 
when first use of the bomb was an- 
nounced, indicated this when after 
referring to several designing, con- 
struction and operating firms he said, 





“Equipment was supplied by almost 
all of the important firms in the 
United States, including Allis-Chal- 
mers, Chrysler, General Electric, and 
Westinghouse.” 

All electrical manufacturers were 
called upon to design for, and produce 
for, the project. Different concerns 
were called upon for different items, 
some of them more or less standard 
products but others highly special. 
To a large extent it was a question 
as to which company had what facil- 
ities available, engineeringwise nad 
productionwise. All were called upon 
to produce qualitatively, quantitative- 
ly, and quickly. 

There were enormous volumes of 
all kinds of electrical equipment in- 
volved—turbine-generator sets, metal- 
clad switchgear, high-voltage rectifiers, 
power and auxiliary transformers, unit 
substations, cable, motors for blowers 
and pumps and all sorts of drives, 
protective and metering equipments, 
electric furnaces, electron tubes, and 
still other types of equipment too 
numerous to mention. 

And there were the many devices 
for process instrumentation, many of 
them engineered completely new—in- 
struments of indicating, recording and 
control types for temperature, pres- 
sure, flow, liquid level and _ similar 
conventional applications; and therc 
were mass spectrometers for instru- 
mentation, acoustic gas analyzers, ion- 
ization counters and timers, valve op- 
erators, position transmitters, pin-hole 
detectors, vacuum gauges, dew-point 
recorders, and many more. 

In reviewing the electrical develop- 
ments of 1945 it is hardly necessary 
to go into detail, technically, political- 
ly, or sociologically, about atomic 
bombs. The radio, the newspapers, 


Development of the atomic bomb led 
indirectly to considerable development 
in the electrical equipment field. Enor- 
mous volumes of equipment were in- 
volved and many new devices for pro- 
cess instrumentation had to be devel- 
oped. Shown here is a mass spectrom- 
eter of the type used for measuring 
U-235 concentrations, 
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SMALLEST DIAMETER 







YESTERDAY 


New lightweight flame re- 
sistant wire for Superforts. 











Few Americans knew about the revolutionary new rubber 
insulated wires developed by United States Rubber Com- 
pany while the war was in progress. But those who did, 
knew them well. 














Our airmen and our Signal Corps men, particularly, saw 
these new, small diameter wires bring safety, lightness and 
performance once thought to be beyond reach. 








Because of this progress, a complete and even more 


§ A F E G UJ A B D S highly developed line of Laytex and other wires and cables 


is now available to Public Utilities for their broad expan- 


THROUGH sion...to the Electrical Manu- 

U, S. A facturer for his new products 
...to the Electrical Engineer for 

Reg. U. S. Trade Mark his new electrical wire problems. 










LIGHTEST WEIGHT 
RUBBER COVERED WIRE 


TODAY 


New safety for 
America's Buildings. 





THE KEY TO THE HOME 
OF TOMORROW. 





Serving Through Science —— 
UNITED STATES iis) RUBBER COMPANY 


1230 Avenue of the Americas «+ Rockefeller Center «© New York 20, N, Yi 
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and the forum speakers have told all 
—that can be told. There are, how- 
ever, real reasons why the electrical 
industry is interested in atomic energy. 
Fundamentally the electrical industry 
is in the business of generating and 
applying power. Waterfalls and tides 
have been harnessed; winds, solar en- 
ergy, and subterranean heat have been 
utilized; gasoline- and diesel-engines 
have been used; and, most of all, coal, 
oil and other fuels have supplied heat 
so that steam, or mercury or other 
vapors, may drive turbine-generators. 
New sources of energy for electric 
power are always being sought — the 
airplane jet engine of the just-com- 
pleted war is, in a different form, 
a new source of power for driving 
electric generators. Atomic energy, 
too, has its possibilities. 

Research scientists and engineers 
are conservative in what they envision 
as the future of atomic power. 

“In the course of time—probably a 
considerable number of years—several 
prospective uses of nuclear energy will 
become technically possible. Whether 
any or all of them will be economically 
practical, it is far too early to predict. 
As we see it today, the most probable 
utilization of nuclear energy is as a 
source of heat, which may in turn pro- 
duce steam or hot gases for use in more 
or less conventional types of power- 
generating equipment. Direct conver- 
sion from nuclear energy to electric 
power in usable form seems to us an 
extremely remote possibility. Were we 
responsible for conducting the affairs 
of a central station, or a railroad, or 
other business in which the genera- 
tion of power is of extreme impot- 
tance, we should go right ahead with 
our plans for the years to come on 
the basis of present-day commercial- 
ly available sources of energy; namely, 
coal, oil, and water power.” This was 
a statement by Dr. C. G. Suits and 
H. A. Winne, General Electric vice- 
presidents in charge of research and 
engineering respectively. 


Power Generation 


A survey of equipments newly de- 
livered or under construction shows 
that the “average” steam turbine of 
tomorrow will operate at high pres- 
sure and high temperature—with re- 
sultant fuel economy—and will drive 
a 3600-rpm hydrogen-cooled genera- 
tor. There will be more new turbines 
at pressures of 1200 Ib. and higher, 
more in the 800- to 900-lb. level, 
and definitely fewer at 600-lb. and 
lower pressures. Seven-eighths of 
them will be for temperatures of 900 
to 1000 degrees F., and only a few 
for temperatures below 750 degrees F. 
Three-quarters of all new electric gen- 
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Mounting the bushings this way so emphatically reduced the height 
of these 35,090-kva power transformers that they were shipped 
with bushings in place, simplifying installation. 


erating capacity, including practically 
100 per cent of all large machines, 
will be hydrogen-cooled in those sizes 
above the minimum for which such 
is economic. 

War demands led to a small port- 
able engine-driven a-c generator with 
peacetime applications on farms, in 
industry, on construction projects, in 
communication and _ transportation. 
Still another war generator, produced 
for use’ on tanks and heavy ordnance 
vehicles, has possibilities as a power 
source on large air-conditioned buses 
and refrigerated trucks. 


Transformers 


Large power transformers must 
usually, because of the shipping prob- 
lem, be assembled on the job. Four 
35,000-kva units delivered during the 
year were therefore of particular in- 
terest since the bushings, which usual- 
ly tower so high, were installed be- 
fore shipment on brackets extending 
from the sides of the transformer tank. 

Another power transformer, the 
first of two 50,000-kva units, was 
noteworthy not only because of its 
size but also because of the many 
controls required to handle its vary- 
ing load. Including its 21,000 gallons 
of oil it weighs 452,000 Ib. and meas- 
ures approximately 33 by 22 by 33 
feet; it is one of the largest trans- 


formers built in recent years. Because 
of varying system conditions, two 
load-ratio-controls are required. 
Detachable forced-oil coolers, easi- 
ly removed for shipping, greatly re- 
duced the required amount of radi- 
ating surface compared with conven- 
tional self-cooled radiators. 
Distribution transformers were giv- 
en a new sealed-tank construction in 
which cover gaskets of special syn- 
thetic rubber are firmly compressed 


between tank flange and inside rim - 


of the cover, preventing entrance of 
moisture and thereby improving serv- 
ice continuity. 

Use of glass bushings and hermetic 
sealing was extended to include the 
larger high-voltage radar and radio 
components which had to meet strin 
gent specifications and service con- 
ditions. Rectifier units, high-voltage 
transformers and reactors were among 
the equipments incorporating such 
sealed construction. 

Four of the ground-fault neutraliz- 
ers installed during the year were 
unique in having a movable winding 
instead of a tap-changing switch for 
varying the reactance. Operation of 
the unit with a permanent ground 
fault on the system, until such time 
as the fault can be located and re- 
moved, was made possible by an ex- 
tended time rating. 
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DISTRIBUTORS 
CARRY COMPLETE 
STOCKS! 


MANUFACTURING 
e e COMPANY 


262 BOND STREET - BROOKLYN,2 N. Y. 


CONDUIT FITTINGS * CABLE TERMINATORS + CAST IRON BOXES * SOLDERLESS CONNECTORS * GROUNDING DEVICES > POWER CONNECTORS 
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Switchgear 
Outdoor oil-blast circuit breakers 
achieved additional compactness, 


chiefly by reason of a new, smaller 
interrupter, a new sealed bushing, 
and a rearrangement of the parts. Air- 
blast circuit breakers for large power 
stations were given better interrupt- 
ing and operating characteristics by 
introduction of an improved arc chute 
and interrupting element. 

A novel multi-slot contact arrange- 
ment, providing fast and effective arc 
interruption, was incorporated in an 
air circuit breaker originally devel- 
oped for Navy applications. In another 
air circuit breaker for Navy use, an 
individual-pole type of construction 
was used to isolate the breaker more 
completely from adjacent breaker and 
bus compartments in case of faults, 
providing maximum protection from 
the hazards of battle. 

Currents with a rate of rise of 
7,000,000 amperes per second were 
interrupted satisfactorily by a new 
rectifier anode circuit breaker, so rap- 
idly that current-limiting action is 
provided within ¥2 cycle (1/120th 
second) after a current reversal of 
the anode circuit. 

Smaller panel area for switchboards 
having large numbers of feeder cirt- 
cuits resulted from the compactness 
achieved in a dead-front fuse holder 
for 125-volt “midget” fuses ‘developed 
particularly for use on Navy switch- 
boards. 


Unit Equipments 


Mobile unit substations were 
streamlined, and their weight lessened 
to meet highway specifications of 
most states. By the end of the year 
equipments were in use in half of 
the states, as well as in outlying 
possessions and in foreign countries. 
The many highly successful applica- 
tions of the units in helping to tre- 
build war-devastated areas of Europe 
emphasized their peace-time applica- 
tions in re-establishing service inter- 
rupted by fire, flood or hurricane, or 
during system change-overs or. over- 
haul of regular substations, and to 
handle seasonal overloads or large 
temporary requirements. 

To meet road clearance requite- 
ments of maximum eight-foot width, 
the 69-kv disconnect switch of a new 
mobile unit substation was designed 
so that the two outer poles are pulled 
in together when on the road and 
extended for proper spacing during 
operation. 

One of the many war projects about 
which little was published were the 
four 30,000-kw steam-turbine floating 
power plants, built for the War De- 
partment as emergency portable power 
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Part of the secret of the VT or “prox- 
imity” fuse which played such an im- 
portant part in winning the war was 


the “matchstick” capacitor, shown 
here in comparison with its namesake. 
These units will have postwar appli- 
cations in electronic equipment, auto- 
matic controls, FM redio, etc. 


plants available for expected power 
shortages in critical manufacturing 
areas. The barges were designed for 
inland water use through canals and 
rivers; are 318 feet long, 50 feet beam, 
and nine feet draft; and have smoke 
stacks and other deck equipment re- 
movable for low bridges. Three of 
the barges went overseas for use dur- 
ing initial stages of rehabilitation. 
They went into 50-cycle territory, so 
their 60-cycle equipment underwent 
changes before they were sent abroad. 


Rectifiers 


An interesting application of large 
pumped ignitron rectifiers was made 
at an eastern steel company hot-strip 
mill, where rectifiers of 7000-kw ca- 
pacity at 600 volts were successfully 
paralleled with as many as six 1500- 
kw d-c generators. 

Portable sealed ignitron rectifier 
installations in mines continued dur- 
ing the year to grow both in number 
and individual capacity, with the larg- 
est in operation reaching a new high 
of 600-kw at 600 volts d-c. 


Lightning Arresters 


A research program investigating 
all the corrosion influences that might 
affect operation of pellet-type light- 
ning arresters led to several improve- 
ments assuring elimination of moisture 
and corrosion effects and thus pro- 
viding more constant performance. 
The nitrogen-filled gap chamber was 
made a separate part of the arrester 
porcelain and sealed against moisture 
with neoprene gaskets which are not 
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affected by corona. Dry nitrogen, in- 
troduced through a “treating” hole 
after evacuation and vacuum test, pre- 
vents formation of ozone or oxides, 
keeps the gap elements bright, and 
stabilizes their spark-over character 
istics. 


Capacitors 


There were some really small ca- 
pacitors made during the war. One 
in particular was a lectrofilm tubular 
capacitor, a number of which went 
into each VT or variable time fuse, 
a miniature radio set in the nose of 
a projectile that exploded when near 
its target. Lectrofilm is a synthetic 
dielectric material developed during 
the war and used for certain applica- 
tions for which only mica was prev- 
iously considered suitable. These VT 
capacitors, which became familiarly 
known as “Matchsticks,” will have 
postwar applications in compact, 
lightweight electronic equiprnent such 
as FM radios, radar, hearing aids, 
television, automatic controls, and a 
host of similar products. 

Capacitor elements complete with 
switches, control and protective de- 
vices were designed and built into 
co-ordinated unit substation assem- 
blies greatly simplifying installation 
and operation. Remote control of any 
number of such capacitor equipments 
was made possible by a new auto- 
matic control unit. 


Cable 


Over 100,000 feet of high-voltage 
cable insulated with butyl high-volt- 
age compound went into service dur- 
ing the year and established excellent 
performance records. High-voltage 
cable insulations compounded with 
butyl are extremely resistant to ozone, 
oxygen, acids, alkalis, oxidizing agents, 
heat, sunlight, and aging and have 
excellent electrical properties as well. 
Polyethylene insulation, used exten- 
sively Fare the war for high-freq- 
uency coaxial insulation was shown 
to have dielectric and physical prop- 
erties desirable in such items as con- 
trol, power, communication and tel- 
evision cables. 

High-pressure gas-filled cable for 
use up to 138-kv, in either ducts or 
pipes and suitable for 200-lb. oper- 
ating pressure, was made available. 
The for ducts has a reinforced 
lead sheath; the latter type relies on 
the steel pipe to withstand the gas 
pressure. 


Test engineers at one electrical 
manufacturing plant have kept a tur- 
bine bucket vibrating for 15 years. 
putting it through 100 billion vibra- 
tions, 
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NEWS of the INDUSTRY 





Operating Heads Given 
Higgins’ Appliance Div. 


IN AN UNUSUAL business world 
gesture, Andrew J. Higgins has pre- 
sented the Appliance Division of Hig- 
gins Industries, Inc., to its present 
operating heads, J. O. Crary, L. V. 
Busenlener, and W. H. Bramblett. 

Announcement was made recently 
that the Industries Sales Corp., has 
been organized and is operating with- 
out interruption as distributors of the 
lines of commercial and domestic 
products formerly handled by the Ap- 
pliance Division. 

Mr. Crary, who served as division 
manager under the Higgins name, is 
president of the new company. Mr. 
Busenlener, formerly manager of the 
Commercial and Air Conditioning De- 
partment, is vice-president, and Mr. 
Bramblett, who headed the Higgins 
Domestic Appliance Department, is 
secretary-treasurer. All three are wide- 
ly known executives in the appliance 
field. 

The announcement said that of- 
fices and display rooms at 521 City 
Park Avenue will be maintained for 
the present, and that Industries Sales 
Corp., will continue with the same 
retail dealers franchised by the Hig- 
gins Company in Louisiana, South- 


Central Mississippi, Southern Ala- 
bama, and Western Florida. 

Mr. Crary said he believed “Mr. 
Higgins’ action in voluntarily pre- 
senting the Appliance Division to the 
three associates is unprecedented in 
the appliance distributing business.” 

In a letter addressed to Messrs. 
Crary, Busenlener, and Bramblett, 
Mr. Higgins said in part: 

“You men chose to align your- 
selves with Higgins Industries at a 
time when our activities needed per- 
sonnel with talent, and you have de- 
voted yourselves to all duties assigned 
to you with energy and enthusiasm 
. . . your well-defined plan for the 
organization of an Appliance Division 
of our company received the approval 
of this management, and thereafter 
through your planning and your ef- 
forts, you aligned a singularly select 
group of manufacturers of high class 
equipment, and—conjoined with this, 
an exceptionally well qualified group 
of dealers in the trade territory well 
served by New Orleans. 

“The executions of the Unions 
having no effect on the strictly mer- 
chandising set-up of our business, 
and we not caring to involve your 
activities, and feeling that it is no 
great prejudice to the stockholders 
of Higgins Industries, Inc., we have 


J. O. Crary, center, president of the newly organized firm of Industries Sales 

Corp., reads a letter addressed to himself and his associates, I, V. Busenlener, 

left, vice-president, and W. H. Bramblett, right, secretary-treasurer, from An- 

drew J. Higgins. Mr. Higgins presented the Appliance Division of Higgins 
Industries, Inc., to these men who were operating it. 
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chosen to set an example to show 
that management appreciates loyalty 
and efficiency by making you three 
gentlemen a present of that going 
section of our business, the Appli- 
ance Division. We foresee and wish 
for you the success which you rich- 
ly deserve.” 


Dallas Electric Club 
Holds Annual Meeting 


IN THE ANNUAL meeting on 
December 17, the Dallas Electric Club 
unanimously followed the judgment 
of its nominating committee and 
elected the following officers for the 
new year: 

President, B. R. Brown, Dallas Rail- 
way and Terminal Company; first vice 
president, W. G. Moore, Dallas Power 
and Light Company; second vice presi- 
dent, Vernon Young, Graybar Com- 
pany; secretary, Leon M. Gilmore, 
Texas Power and Light Company; 
treasurer, T. H. Owens, Dallas Rail- 
way and Terminal Company. 

The club created the new office of 
steward emeritus to which it elected 
W. H. Thomson, of the Texas Power 
and Light Company. He was honored 
“for having beans eliminated from the 
club’s weekly luncheon.” 

New members of the executive com- 
mittee are S. A. Stewart, of the South- 
western Bell Telephone Co., retir- 
ing president; Al Jones, of General 
Electric; James P. Griffin, president 
of the Texas Electric Railway Com- 
pany; George L. McGregor, president 
of the Dallas Power and Light Com- 
pany; and C. W. Mier, of the South- 
western Bell Telephone Company. 

Holdover members of the executive 
committee are R. W. Roessler, of the 
Westinghouse Electric Company; 
George E. Anderson, C. M. Mackey, 
of the Westinghouse Supply Com- 
pany; W. H. Thomson and R. J. 
West, of the General Electric Supply 
Company. 

Members of the nominating com- 
mittee were C. B. Richardson, of the 
Texas Power and Light Company, 
chairman; E. B. Jennings, of the 
Southwestern Bell Telephone Com- 
pany; Clark McElfresh, of the Dallas 
Power and Light Company; R. T. 
Shiels, of the General Electric Com- 
pany; and C. F. McdAuliff, of the 
Texas Electric Railway Company. 

A. M. Saxon, second vice president 
of the club in 1945, announced that 
he was leaving Dallas for a new assign- 
ment in Jackson, Miss. He will be 
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JOE ADAMS ELLIOTT is the newly-appointed Associate 
Editor of The Progressive Farmer. Mr. Elliott’s name first 
came to the attention of Progressive Farmer subscribers just 22 
years ago when he attended the National 4-H Club Congress 
and International Livestock Show in Chicago as the outstand- 
ing 4-H Club boy of Montgomery County, Tennessee. Mr. 
Elliott is a specialist in animal husbandry and farm manage- 
ment with B.S.A. and M.S.A. degrees from the University of 
Tennessee. Since graduation, he has been a member of the 
Tennessee Extension Service for 13 years. His most recent posi- 
tion was Associate Extension Editor. As Associate Editor of 
The Progressive Farmer, Mr. Elliott will devote particular atten- 
tion to livestock farming and the adaptation of power farming 
equipment to Southern conditions. 
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14 EDITORS 


now serve 


14 STATES 


ITH the appointment of Joe Adams 

Elliott as Associate Editor, The Pro- 
gressive Farmer now-has 14 editors, 16 staff 
contributors and many strategically-located 
correspondents serving nearly a million 
subscribers in the 14 Southern states. 


The continuing improvement of its ser- 
vice to subscribers and advertisers is a fixed 
policy of The Progressive Farmer. One fea- 
ture of 1946improvement is a sizeableincrease 
in full-color pages. 


Your advertising gets the attention it de- 
serves in a magazine which constantly im- 
proves its already high readership among 
the prosperous farm families of the South. 
More Southerners read The Progressive 
Farmer than any other publication. 





Advertising Offices: sinminGHam, 


RALEIGH 
MEMPHIS, DALLAS, NEW YORK, CHICAGO 
Pacific Coasts Edward S, Townsend Co., Son Francisco, Los Angeles 
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manager of a new branch being 
opened there in February by the Gray- 
bar Company. Saxon was honored by 
being elected to honorary life mem- 
j bership in the club. 

IES Lighting Handbook 
‘Nearing Completion 


THE LIGHTING Handbook that 
is being prepared by the Illuminating 
Engineering Society will be ready for 
telease to lighting engineers about 
October 1946, according to recent 
announcement. 

Long contemplated by the Society 
as a major postwar project, it will 
contain five hundred pages of text 
prepared by outstanding authorities 
in their respective fields, in addition 
to a manufactiirers’ reference section 
of two hundred pages. 

Every phase of lighting, from the 
pure physics of light to specific light- 
ing recommendations for stores, of- 
fices, homes, factories—even for juke 
boxes and television studios — will be 
covered in its sixteen sections. The 
latest authoritative information on 
light sources, as well as on the meas- 
urement and control of light, will be 
included. 

Robert W. McKinley, electrical 
engineer, who until his recent release 
was responsible for a number of light- 
ing and technical information publi- 
cation projects for the U. S. Navy De- 


Robert W. McKinley 


partment, has been engaged as editor 
of the forthcoming I.E.S. Lighting 
Handbook. 

Prior to his wartime service, Mr. 
McKinley, who studied illuminating 
engineering at Massachusetts Institute 
of Technology, had been associated 
with the Sylvania Electric Products 
Company and the Westinghouse 
Lamp Division. In these connections 
he specialized in the preparation of 
lighting recommendations, and served 
as organizer and instructor in illumina- 
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FIRST SHOWING OF EUREKA PRODUCTS—Dealers in the Carolinas 
were shown the Eureka home cleaning system and the sensational new 
Eureka Automatic Cordless electric iron in a distributor-dealer meeting at 


Charlotte, N. C., recently. 


This was the first in a_ series 


of meet- 


ings being conducted by Samuel B. Peppers and Frank Holliday, of 


Eureka. 


In the photo above, left to right, George Fulenwider, general 


manager, Southern Appliances, Inc.; Samuel B. Peppers, manager, South- 
eastern Division, Eureka; Eugene Brown, sales manager, Southern Appli- 
ances, Inc.; and Frank Holliday, of Eureka. 


tion study courses, as well as speaker 
on characteristics of light sources and 
their applications before technical, 
educational and civic groups. 


NEMA Fan Section Has 
Educational Program 


THE FAN SECTION of the Na- 
tional Electrical Manufacturers As- 
sociation launched an educational pro- 
gram on the use and functions of 
electric fans January Ist. Although 
electric fans have been a common 
household convenience for sixty years, 
their usefulness in the home and of- 
fice has never been fully realized. Fans 
for air circulation and ventilation are 
important to health, both winter and 
summer. A nationwide information 
service, through the trade press and 
consumer publications, will explain 
how to get the greatest benefit from 
the many types of portable fans and 
fixed fans now in service. 

Few fans were produced for home 
and office ‘use during the war years 
because of the high Government 
priority given to hospitals, laboratories, 
dispensaries, and other essential pub- 
lic health requirements. New fans of 
improved design and construction are 
now in production by the manufac- 
turers who make up the Fan Section 
of NEMA. Until they are in the 
hands of dealers for sale, the educa- 
tional campaign will concentrate on 
the wise utilization and conservation 


of the pre-war fans, millions of which 
have given ten or twenty years’ service. 

The human need for air in motion 
at all times and in every season is a 
fact that many physicians, architects, 
engineers and builders recognize in 
specifying the use of fans in homes, 
offices, and institutions. Electric fan 
manufacturers feel that there is a wide 
field for educational and promotional 
work directed toward those who think 
of the fan as merely a comfort device 
for hot weather. 

Better home ventilation, faster and 
more even circulation of heat and sav- 
ing of fuel, quicker drying of clothes, 
dissipation of odors, the proper airing 
of nurseries and sleeping quarters, are 
only a few of the topics the campaign 
will cover. 

The electric fan was the first of all 
the electric appliances to find popular 
acceptance. Important advances in 
design and in such factors as quiet- 
ness, durability, variety of sizes and 
types to meet special requirements, 
have been made since the first electric 
fan was produced in this country on 
July 4, 1885. 


Wiring Bureau Begins 
Promotional Program 


WITH A WIDE variety of pro- 


motional and educational material 
planned for distribution early this year, 
the National Adequate Wiring Bu- 
reau will launch its first aggressive 
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eated a sensation at the 
“Victory Lighting Jubilee” 


Thousands at the recent exhibition in New York, were 
impressed by the beauty, versatility, and effectiveness 
of the SPERO “I.SB’”* line of commercial and residential 
Fluorescent Luminaires. 


Here is an entirely new application of architectural glass- 
ware, which brings fluorescent lighting into harmony with 
the most smartly appointed interior decorations. Ceramic- 
finish glass, with high transmission and low surface bright- 
ness, is molded in sections, permitting a wide range of 
two- and four-light applications, some of which are illus- 
trated at the right . . . SPERO “LSB”™* is ideally suited 
for department and specialty stores, lobbies, executive of-. 


decorative color schemes. 


Spero Engineers 
will cooperate 
with distributors, 
contractors or 
engineers in ap- 
plying ‘‘LSB’’* 
to their projects. 


Write for descriptive bulletin on this and other SPERO fluorescent luminaires. 


THE SPERO ELECTRIC CORPORATION 


£o2.22 SARK EN OAR G.  ® a es 
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WHICH OF THESE PRODUCTS DO YOU USE? 


on cceceeeeecsaneseneneeensnsss*9 > 





Cut Out and File for Future Reference \S) 


ASBESTOS WIRES AND CABLES 


BARE AND TINNED COPPER WIRE 

Solid and Stranded, Copper Covered 
Steel Wire, Trolley Wires, Segments and 
shapes. 

BUILDING WIRES 

Rubber, Braid and Lead, and Synthetics, 
all types. 

CONTROL CABLES 

Rubber, Braid, Lead, Steel, Armored and 
Non-metallic Railway Signal Cable, Fire 
Alarm Cable, Switchboard Cable. 

CORD SETS 

FIXTURE WIRE 


FLEXIBLE CORDS 
All Types. 
HEAVY DUTY PORTABLE POWER & 


CONTROL CABLES 
Welding Cables, Mining Machine 
Cables, Dredge Cable. 


MAGNET WIRE 

Round, Square and Rectangular, 
Enameled, Paper, Cotton, Silk, Glass, 
Asbestos Covered, and Combinations. 
NON-METALLIC SHEATHED (ROMEX) 


PAPER POWER CABLES 

Belted or Shielded, Gas Filled Cables, 
Oil Filled Cables. 

RADIO WIRES AND MICROPHONE & 
HIGH FREQUENCY CABLES 


RUBBER POWER CABLES 

Braid, Lead, Steel Armored, and Non- 
metallic. 

SERVICE ENTRANCE, SERVICE DROP CABLE 


TELEPHONE WIRES AND CABLES 
Rubber Insulated, Paper Insulated. 


VARNISHED CAMBRIC WIRES AND CABLES 
WEATHERPROOF WIRE 


Slow Burning. 


X-RAY CABLE 


and ... Electrical Wires & Cables to your specifications 
See your phone book for complete address of our sales office in the cities listed below. 


GENERAL CABLE 


cor,;RePO RAT I OWN 


Headquarters at 420 Lexington Ave., New York 17, N.Y. General Cable 


Corporation Sales 


Offices are located at: Atlanta, Boston, Buffalo, Chi 


Cincinnati, Cleveland, Dallas, Detroit, Houston, Kansas City , Los 
aed York, resem 2 adams Rome, N. Y., Se. oak’ Son Seanaeee, 


ttle, Washington, D 


Il 











program since the beginning of the 
wat. 


The program will include practical 
aids to help leagues and utilities dem- 
onstrate the advantages of adequate 
wiring to consumers, builders, archi- 
tects, contractors, home economists 
and industry employees. 

In a broadside mailed recently to 
2,400 key people connected with 
leagues and utilities who are making 
constructive contributions to the 
adequate wiring movement, the Na- 
tional Adequate Wiring Bureau an- 
nounced details of the 1946 program, 
and urged all groups to make plans 
now for aggressive witing promotion 
this year. 

Divided into two main groups— 
aimed at the new home and home 
modernization markets — the material 
will specifically include: 

Builder Program—a builder presen- 
tation book to be used by electrical 
industry groups in selling the builder 
on the advantages of installing ade- 
quate wiring, consumer folders and 
newspaper ads to be used by the 
builder in selling certified adequately 
wired homes. 

Wiring Modernization Program—a 
direct mail campaign for direct con- 
sumer promotion or for a coopera- 
tive tie-in with financing agencies— 
composed of material aimed at those 
who will redecorate, those who will 
streamline their kitchens and laun- 
dries, and those who will remodel and 
make general repairs. 


Teaching Aids — for high school 
home economics instructors, it pro- 
vides outlines and student project 
sheets to be used in discussing the 
need for adequate wiring. 

Training Material—for electrical in- 
dustry employees, it includes a train- 
ing program outline, demonstration 
chart, presentation, lecture and house 
plans for wiring layout practice. 


Frigidaire Announces 
Two Postwar Products 


P. M. BRATTEN, general sales 
manager, Frigidaire Division, General 
Motors Corporation, has announced 
that two new postwar Frigidaire prod- 
ucts now being manufactured in the 
Dayton factories . . . the new deluxe 
seven cubic foot DI-7 refrigerator and 
the BI-60, deluxe electric range . . . 
are both available to the public 
through Frigidaire dealers. 

The BI-60 electric range and the 
DI-7 refrigerator are the first deluxe 
appliances manufactured by Frigidaire 
since the resumption of peacetime 
production. Comparable in size to 
the first postwar refrigerator and elec- 
tric range . . . standard models . . . but 
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Frigidaires new model DI-7 refrigerator—7 cubic foot capacity. 


containing many dcluxe and improved 
features, the Dayton retail prices are 
$180.75 for the refrigerator and 
$238.03 for the electric range. Both 
prices include federal tax and warran- 
ty, but exclude local taxes. 

The outstanding improvements on 
the DI-7 over the first postwar Frig- 
idaire refrigerator are the 12-way con- 
vertible interior, which creates a flex- 
ible shelf arrangement that can be 
changed to meet any storage emerg- 
ency; a convenient non-refrigerated 
storage bin at the base of the refriger- 
ator; and the glass-topped hydrator, 
providing 583 cubic inches of moist 
storage space for fresh fruits and vege- 
tables. 

The latest advancements in modern 
electric cooking are found in the new 
BI-60 electric range. The time-saving 
Cook-Master oven control which cooks 
a complete meal to the precise second; 
economical fluorescent cooking top 
lamp, large oven with a waist-high 
broiler, two utensil storage drawers, 
the warmer drawer, porcelain front. 
Radiantube cooking units of five ex- 
actly controlled heats and the thrifty 
deep-well Thermizer. 


Electrical League 
Formed in Norfolk 


THE ELECTRICAL League of 
Norfolk was recently formed in Nor- 
folk, Va., with 44 charter members 
representing 31 different organizations. 

Officers and directors for the year 
ending November 1946 are as follows: 
John M. Stokley, Stokley’s Services, 
Inc., president; Allan F. Hitt, Electri- 
cal Contracting Co., vice-president; A. 
E. Dunn, Va. Electric & Power Co., 
secretary; W. R. Nottingham, Gray- 
bar Electric Co., treasurer. Directors 
are H. I. Tuck, Tuck & Kendall; R. 
F. Trant, R. F. Trant & Co.; F. C. 
Bryant, Bryant Electric Co.; C. C. 
Grant, Jr., Grant Electric Co.; and 
M. H. Tarrell, Eastern Electric Corp. 

Regular monthly meetings of the 
League are held on the second Tues- 
day of each month. 

The objectives of the League as set 
forth in its constitution are as follows: 

1. To foster the electrical and kin- 
dred interest of Norfolk and its im- 
mediate vicinity. 

2. To unify and bring together 
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Get a bigger share of thie on Potential Market 
wth MITCHELL INDUSTRIAL LIGHTING 


Au OVER AMERICA . . . light-conscious factories need 
(and are now buying) up-to-date lighting. With a modern 
Industrial Lighting Department . . . featuring the complete 
MITCHELL line . . . you can render a thorough lighting serv- 
ice .. and get volume business. There are so many “efficiency 
features”... such a wide range of models . . . MITCHELL 
Lighting is easier to sell. Moreover, behind your department 
stand MITCHELL resources, engineering ideas, promotional 
helps. All this assures you a big edge on competitors . . . Witte for full-cine Cateting ie. 
281 and pocket-size Catalog 


arin... year out! 
ye y No. 290. Each tells full story 


f industrial units... 
Mitchell Manufacturing Company patsy atliatas = 
2525 CLYBOURN AVENUE, CHICAGO 14, ILLINOIS a Cone 


West Coast Factory and Sales Office: 1019 N. Madison Ave., Los Angeles 27 Cal. 


Makers of: Industrial and Commercial Fluorescent Lighting Equipment 
Store Window Lighting @ Spotlights and Floodlights @ Desk Lamps 
Portable Floor and Table iamps os Bed Lamps 
Ultraviolet and Infrared Health Lamps @ Residential Lighting Specialties. 
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Thete’s only one moving part in Fed- 
eral Noark Controls ...and that 
part rolls on ball Ihetrings—on ex. 
ss ‘Federal feature! Result? 
ster making and break: 
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FEDERAL ELECTRIC PRODUCTS COMPANY, INC. 
EXECUTIVE OFFICES: 50 PARIS ST., NEWARK 5, N. J. + PLANTS: HARTFORD, CONN. - NEWARK, N. J. 
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those engaged in the electrical indus. 
tries of this area. 

3. To provide an association of the 
men in the industry, to direct and 
conserve the best interests of the in. 
dustry, and to lend its co-operation 
to all electrical activities that are of 
interest to the league. 

4. To increase the knowledge of the 
science of electricity in all its branches, 





















Silex Appoints New 
Advertising Agency 


THE SILEX Company, of Hart. 
ford, Conn., manufacturers of Silex 
glass coffee ’makers, Silex Duolectric 
steam irons and other outstanding ap- 
pliances for the home, announce the 
recent appointment of The Albert 
Woodley Co., of New York as their 
new advertising agency. 

This change became effective as of 
January 1, 1946. The Albert Wood. 
ley Company will act as advertising 
and merchandising counsel. 























Names in the News 















Birmingham, Ala.— An exhibit of 
the new developments in lighting was 
shown and explained to electrical deal- 
ers, jobbers, and industrial men here 
recently. H. M. Horton, of Atlanta, 
district lighting engineer for the Gen- 
eral Electric Company, gave a lecture 
and a demonstration of some of the 
elements in lighting design which pro- 
vide the best seeing conditions. 
* * * 

El Dorado, Ark.—‘“Electrical City,” 
something new in name in the South, 
is to be established here by the J. F. 
Sample Co., and will occupy the space 
formerly occupied by five business 
firms at South Washington and Cedai 
Streets, where the buildings are now 
being remodeled. ‘Temporary head- 
quarters are at 206 North Washing- 
ton. Burney Wilson is president of 
the new organization, and John S. 


Glenn is manager. 
x * * 


Junction City, Ark.-La.—L. B. Rock- 
ett and H. B. Black have opened an 
electrical appliance store here under 
the name of the Rockett and Black 
Electric Shop. 

x 
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Little Rock, Ark.—Directors of the 
Arkansas Power & Light Company 
recently approved a $20,000,000 ex- 
pansion program, and President C. H. 
Moses stated in outlining the program 
that more than $5,000,000 would be 
spent on new rural lines to increase 
the company’s farm customers from 
25,000 to 50,000. At the meeting of 




















FLUORESCENT 
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2 MOUNTINGS — Designed for 
ceiling or pendant mounting. 


‘ 


2 SIZES — Available in either 4 
tube 40 watt or 2 tube 40 watt. 


SPECHEFICATIONS 


No. of Width Depth 
Tubes With End With End Length Price 


4400 4 hag 5% 48% 32.00 
2400 2 i a Y2 48% 21.50 
#100 Standard 36° Drop—30” Stems 2.50 








MANUFACTURING CO. 
ATLANTA,GA. 


GIBSON MANUFACTURING COMPANY, 132 10th STREET, N. E., ATLANTA, GEORGIA 
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CHROMALOX 


Triangular adie Range Units 
Wake Saitstiéed Customers 


Trim, glistening, modern... 
CHROMALOX Triangular Range Units 
make housewives satisfied customers. 
More cooking contact surface—plus 
maximum radiant heat—provide new 
high-speeds in cooking. 

CHROMALOX Triangulars install 
without muss, fuss or bother with a 
screwdriver as your only tool. And 
two stock sizes fit a// electric ranges 
when you use low-cost CHROMALOX 
stainless-steel Adaptor Rings. 

Here is your opportunity to capture 
range unit replacement sales. Write 
for folders CF-145 and L-1023 which 
give replacement data on all ranges. 





SS 


—— 


EDWIN’ L. WIEGAND CO., 7600 Yhomas Boulevard, Pittsburgh 8, Pa. 
C. B. ROGERS, 1000 Peachtree St., N.E., Atlanta, Ga. 
L. R. WARD CO., 403 Southland Building Annex, Dallas 1, Texas. 
932 M. & M. Building, Houston 2, Texas. 
W. R. PHILLIPS, P. 0. Box 2561, Raleigh, N. C. 


On new ranges and for replacement 
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the directors, H. F. Minnis, of Pine 
Bluff, was promoted from operations 
manager to vice president. Perry J. 
Bott, of Little Rock, was named head 
of the safety observation program, and 
Personnel Director Clyde V. Hussey 
announced the appointment of Reeves 
E. Ritchie, formerly in the Little Rock 
power plant, as his aide in directing 
the training program. 
* x * 


Miami, Fla.—The Hancock Refrig- 
eration Co., 3637 N. W. 17th Ave., 
Hialeah, was opened recently, and is 
operated by H. C. “Cecil” Hancock. 
The new firm will offer sales and sery- 
ice on all makes of refrigeration equip- 


ment. 
% * * 


Onlando, Fla.—Murray McLeish has 
become general manager of the Or- 
lando Appliance Co. 

* * * 

St. Petersburg, Fla.—President A. 
W. Higgins, of the Florida Power Cor- 
poration, has announced the recent 
election of W. M. Palmer, president 
of Dixie Lime Products Company, 
Ocala, and O. A. Brice, publisher and 
owner of the Lake Wales News, to 
the board of directors of the company. 
Other members of the board include 
A. Waller Smith, president of the 
Bank of Clearwater; R. J. McCutch- 
eon, Jr., St. Petersburg investment 
banker; and E. T. Brown, treasurer of 
Rollins College, Winter Park. 

36 oa x 

Commerce, Ga.— William Frank 
Hanley has reopened his electrical ap- 
pliance business here after serving 
three years with the Army Air Corps. 
He is located in the Economy Auto 
store building. 

x* * & 

Hawkinsville, Ga.—A new 19-46 Kel- 
vinator was the first refrigerator to be 
delivered from the General Appliance 
Company, S. A. Reams, manager, an- 
nounced recently. The firm was or- 
ganized recently by J. H. Thompson, 
of Hawkinsville; S. R. Reams, formerly 
of Atlanta; and R. E. Martin, of Co- 
lumbus. 

* *& 

Baxter Springs, Ky.—J. W. Grant- 
ham and Everett Blosser recently 
opened the Granthem-Blosser Music 
and Electric Shop at 1039 Military 
Ave. The interior of the building was 
repainted and redecorated preparatory 
to the opening. 

*K * % 

Dodge City, Ks.—The Pioneer Ap- 
pliance Company, new appliance firm 
organized by Paul Warner and Oscar 
Gilchrist, held its first area sales meet- 
ing recently with dealers from a part 
of its 54-county area in attendance. A 
new retail sales room on Walnut 
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OO HUEEAKO = 
STRAIGHT GROQVE GUY CLAMS 
HOLD BEST? 


Because: The straight groove eliminates the 
possibility of drawing a nut tight against an 
“arched” section which is out of contact with 
the strand. 


Because: The ¥* yee groove fits any and all 
twists, right or left hand and a variation in 
diameter without creating any high spots to 
lessen clamping area. 


Because: Bell-end grooves prevent injury to 
the strand. 


Because: High carbon bolt: prevent stripping 
ot elongation. Heads are locked against turn- 
ing while tightening—and the whole clamp is 
protected geen conotien by the best process 
commercially used — HUBBARD DOUBLE- 
BP HOT GALVANIZING. 
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Clamping area seduced by warped 


section. Causes slippage at low 
strains. 
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ae WS ——- 


High spots in clamp reduce clamping 


area, cause slippage and injure strands. 


Sharp edge from sheared section 
injures and weakens the guy at end 
of clamp 
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RIGHT 


Hubbard Clamps have full clamping 
area. Hold to breaking strength 
of most strands. 
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” RIGHT 


Hubbard Clamps fit mony over 
any and all twists ae t or 
left and variations ameter. 


RIGHT 


Rounded ends of Hubbard Clamp 
sections protect strand . 


HUBBARD oT ake | COMPANY 


Pittsbur a 
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Street and a wholesale warehouse on 
West Chestnut were scheduled for an 


early opening. 
* 


Parsons, Ks.—A new industry to be 
known as the Southeast Kansas Elec- 
tric Co. will be opened soon at 2110 
Main by Walter W. Evans and Leo 
Lynch. 


K % 


* * * 


Pleasanton, Ks.— The Johnson & 
Dresker Electric Company, owned and 
operated by Newt Johnson and Bob 
Dresker, was scheduled to open re- 
cently in the W. E. Baker showrooms. 
The owner of the building was redeco- 
rating, lowering the ceiling, and laying 
a concrete floor for the occupants. 
The company will handle appliances 
and — and will carry a com- 
plete line of repairs, combined with 
service. 

* * * 

Topeka, Ks.—H. J. Hill, of Wichita, 
was elected president of the Kansas 
Chapter of the National Electrical 
Contractors Association at the annual 
business meeting held here in Decem- 


nors of the national association; and 
Charles W. Paige, was renamed man- 
ager. Members of the executive com- 
mittee are Rex Ramsey, of Hutchin- 
son; Clarence Gerber, Atchison; Ar- 
thur Hotte, Manhattan; George Bar- 
ton, Dodge City; and Glen Warhurst, 
Newton. 

Discussions at the meeting were 
led by Sam Brolund of the Kansas 
Gas and Electric Co., Wichita; Art 
Edwards, representative of seven states 
in the Seventh Division of the Inter- 
national Brotherhood of Electrical 
Workers of Oklahoma City; John 
Tilma, of the apprentice training 
division, Department of Labor, Wich- 
ita; Byron Cohn, of the Kansas Power 
and Light Company, Topeka; and L. 
T. Allen, NECA vice-president of the 
Fifth District, with jurisdiction over 
eight states, from Tulsa. Wichita will 
be the meeting place for the 1946 con- 
vention. 

x * * 

New Orleans, La.—One of the larg- 
est buildings in the wholesale district 
here, located at 510 Poydras Street, 
has been leased to United Distribu- 


president. The building contains 
30,000 square feet. 
* * * 

New Orleans, La.—The City Appli- 
ance Co., at 4120 S. Claiborne Ave., 
has been opened by George Will. A 
sideline is a radio repair department. 
in charge of D. A. Weiler. 

* x “ 


New Orleans, La.—The election ot 
Alfred Uhalt, of Jackson, Miss., and 
New Orleans, as a director has been 
announced by the Monitor Equip- 
ment Corporation, of New York. The 
Monitor Company of Louisiana- 
Mississippi, Ltd., will distribute the 
corporation’s household and electric 
appliance line. Mr. Uhalt stated 
that the local Monitor dealer will be 
known as the C. G. Staubitz Com- 

y, under the direction of C. G. 

taubitz, and this firm will operate a 

chain of retail appliance stores in 

greater New Orleans. 
* * * 

Kansas City, Mo.—The appliance 
department of the Drew Hardware and 
Appliance Company, 1010 Central 
Ave., has been formally opened. Wal- 








ber, succeeding S. D. Thacher. Other 
officers elected include Charles Shrake, 
vice-president; Arthur Tucker, treas- 
urer; John Jenner, of Wichita, state 
representative to the board of gover- 


tors, Inc., appliance wholesalers, fora ter Drew is head of the firm. 
long-term period. More than $50,000 . os © 

is being spent for rent and improve- ille, Mo.—The opening of the 
ments, according to O. G. H. Rasch, Paul Ward Appliance store at 112 





Now supplied 

with shipping 

crate that can be 
used as plenum 
chamber for 

ical attic installation. 
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the all-purpose fan) 


That’s the name for the Johnson belt-driven 


propeller fan shown at left. It’s big and its lusty... 

it has an appetite for work and no job is too tough to handle. 

* Displacing air at a rate of 4,500 to 25,000 cubic 

feet per minute (depending on size) it isapable of giving 

proper ventilation to small or large residences, offices, restaurants, 
factories, class rooms, garages, warehouses or any of a hundred different 
places. * The new 1946 model is now ready for delivery... 


sizes range from 24 inches to 54 inches. Order today . . . and save delay. 


Johnson Fan & Blower Corp. 4 


1319 West Lake Street , Hlinois 
H. C. BIGLIN, 177 HARRIS ST., N. W., ATLANTA 3, GA. 
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West Third St., followed Mr. Ward’s 
resignation from the Maryville Elec- 


tric Light and Power Company, 
where he had been employed for the 
past 22 years. The new concern will 


handle appliances and will render 


service work. gary 
Monett, Mo.—A new appliance our T y - E T x 
tay by Ee Cats and willbe ctled I! NON-METALLIC SHEATHED CABLE 


Gatts Appliance Store. 


* * * 


Anadarko, Okla.—Expanding his for- fai as M a ny Ad Va nt age Ss 
mer business at 111 West Main, ' 
George Kaufman will open the Kauf- 
man Farm Electric Company. This 
company is to serve 21 towns and the q % te’ 
rural areas of each. IN a, BE 


* a * f Mh <4 "S : “ ‘2 pe ee K- ee 
_ ‘ apicht : ¥ a e : “i - s : i 





Andarko, Okla.—A resounding “‘yes”’ 
from 2,184 farmer members of the 
Caddo Electric at a recent meeting in- 
creased the cocperative’s debt limit 
from the present $1,500,000 to $7,- 
500,000, giving <oom for further ex- 
pansion of the electric organization, 
already largest in the state. A total of 
1,500 applications for new lines are 
now on file and four construction 
units are now operating. Frank N. 
Gilbert is president. 

* * 

Bristow, Okla. - The opening date 
of Crooks Electric and Plumbing sup- 
ply store in its new location at 112 
North Main was to have been an- 
nounced recently. Johnnie Crook is 


oud 1 we nonngove —_— has been A SAFE, PERMANENT low cost cable for interior 
, wiring. The use of SYNTHOL Type T conductors results 


* * x 
Hominy, Okla.—One of the newer in a smaller, lighter weight cable, which makes it easier 


business firms here is Hominy Appli- to install and takes less space. The SYNTHOL thermo- 


or 104 North Regi It is ceted be plastic insulation on the conductors has long life, high 


Van Millsap. dielectric and mechanical strength, and is extremely 
ile. Pes resistant to moisture, acids, alkali and mildew. Will not 


Sand Springs, Okla.—'The Savage ° hrs 
Appliance Store has been opened here burn and is free and clean stripping. 


by T. P. Savage and is located at 102 ildi 
ith Nisin. Vic. Sevige Socmetly op- Recommended for farm and rural buildings, as well 
erated an appliance business on West as for all types of residential construction. 
Second St., but closed it during the 
War. 
* * x 

Chattanooga, Tenn.—The Tennes- 
see valley area, with its low TVA 
electric power rates, should have 10,- 
000 electrically heated homes within 
the next five years, Buford Martin, 
of the TVA, stated before a recent 
sim of the Tennessee Electrical 

ontractors Association. 

ne ATLANTA, GA tee a a Rhodes Buildi 
. . Edga awes, 401- s Building 

Austin, Texas — Ad valorem taxes NEW ORLEANS, LA. Paul oath. Jr., 305 Levert Building 
can be assessed against electric co- RICHMOND, VA., Robert W. Fishburne, 112-114 Exchange Bldg. 
operative organizations, the Attorney DALLAS, TEXAS, M. C. Huie Company, 707 Thomas Building 
General held in an opinion issued re- 
cently, which affects more than 70 
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such organizations in Texas. The At- 
torney General held that the fact that 
the Rural Electrification Administra- 
tion, an agency of the Federal Govern- 
ment, is holder of a deed of trust on 
properties of such a corporation, can- 
not enter into consideration of laws 
exempting governmental agencies 
from taxation because REA holds no 
more than the naked legal title, while 
the equitable title, the use, remains in 
- the co-operative. The only tax from 
which such organizations are exempt 
is the excise tax, he stated. 
* * 

Enterprise, Tex.—The Melvin Elec- 
tric Company, to open soon, will be 
operated by Lewis Sommermeyer and 
Bill Rodrique. The company will do 
wiring and will sell electrical appli- 
ances. 

+ <.s 

Lamesa, Tex.—An early opening of 
The Household Mart, new appliance 
store, has been set by owners Virgil 
Williams and Tom Conner. The 
Household Mart will carry “everything 
for the home.” Temporarily quartered 
in the new Hughes Plumbing Com- 
pany building on North Second 
Street, the concern will be located in 
the Kelly Building, now occupied by 
Allen Implement Co. 


Longview, Tex. — The Baird Appli- 
ance Company, located in the 100 
block of W. Tyler Street, has opened 
for business, and several nationally 
known lines of home and commercial 
appliances will be sold by the firm. 
B. B. Baird is sales manager, and 
Clarence Baird will be associated with 
his uncle as service and installation 
manager. 

Ss = a 

Odessa, Tex. — Odessa’s newest 
downtown store is the Model Shop 
Appliance Co., 213 North Grant. 
Owned by J. P. Summers and man- 
aged by W. T. Benton, the new store 
features household appliances and a 
gift department. 

* * 

Robstown, Tex.—The formal open- 
ing of Home Appliance and Supply 
Company was held recently, with the 
public invited. H. A. Duke is man- 
ager. The new firm is located in the 
Balzer Building on Main Street. 

* aK * 


Victoria, Tex.—The new board of 
directors of the Victoria County Elec- 
tric Co-operative have elected Alonzo 
B. Dentler as president; James H. 
Keefe, vice-president; Gil Onderdonk, 
secretary; and Henry C. Koontz, treas- 
urer. Other members include Fred 
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1161 W. Madison Street 


on all lighting equipments 
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“ADVANCE” BALLASTS EXCEL 
IN QUIET OPERATION, high efficiency 

performance, low replacement cost and long life. 
They permit easy installation in fixtures where only a 
limited space is allowed for ballasts. Designed by expert 
lighting engineers and approved by Underwriters’ Labora- 
tories, “Advance” ballasts are the answer to all fluorescent 
lighting problems. LARGE MANUFACTURERS OF LIGHT- 
ING FIXTURES USE “ADVANCE” BALLASTS — so insist 
on this quality ballast on the equipment YOU buy. 


DEPT. ES 
ADVANCE Transformer Co. 


Chicago 7, Ill. 
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Bearden, L. C. Chesshir, Sam H. Day, 

Curtis M. Foster, H. C. Wehmeyer, 

and W. F. James. 
a me 
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Cape Charles, Va.—Sanford E. Col- 
lins, manager of the Cape Charles 
Hardware Company, was recently ap- 
pointed General Electric dealer and 
will sell home and commercial appli- 
ances. 

* ~ * 

Exmore, Va.—Nordstrom & Rowe, 
a new enterprise, is now open to the 
public and will sell electrical home ap- 
pliances and also render service on the 
merchandise sold. 

* ~ * 

Farmville, Va.—Resigning his posi- 
tion with Virginia Electric and Power 
Company after 18 years service, L. M. 
Pariet has opened sales rooms at the 
corner of Third and Main Streets and 
will carry a complete line of electrical 


appliances. 
bd x * 


Glass, Va. — Robert H. Speakman, 
formerly with Mill & Marine Elec- 
tric, Inc., Gastonia, N. C., has en- 
tered the electrical contracting busi- 
ness here. 

cd x * 

Palmyra, Va.—“Approximately 12,- 
000 miles of rural electric lines are to 
be built within the next three years 
in Virginia,” stated Earl Swink, agri- 
cultural engineer for the Virginia Ex- 
tension Service V. P. I. at a recent 
rural electrification meeting. “The 
big educational job is to encourage 
more people to take advantage of elec- 
tricity.” 

* * * 

Petersburg, Va.—Ruben S. Hicks, 
who at one time served in Dinwiddie 
as assistant county agent, has begun 
duties as agricultural engineer for the 
Southside Electric Co-operative. Mr. 
Hicks will serve as assistant to C. R. 
Hooper. 

* * * 

Petersburg, Va.—The State Corpora- 
tion Commission recently approved 
application of the Southside Electric 
Co-operative of Crewe to borrow an 
additional $675,000 from the Rura! 
Electrification Administration to build 
new lines in 14 counties. It was the 
largest supplementary loan authorized 
for a Virginia electric co-operative in 


recent years. 
as * * 


Richmond, Va.—The need for re- 
search in design and rural electrifica- 
tion as important steps in an estimated 
$200,000,000 program to wipe out the 
accumulated deficit in farm housing 
of all types in Virginia was pointed 
out by Dr. H. N. Young, who became 
head of the Virginia Agricultural Ex- 
periment Station on January 1. 


ELECTRICAL SOUTH for JANUARY, 1946 


” 


© tA DD += + & 








y, 


eT, 


o|- 
les 


P- 
id 
“a 


1¢€ 
1€ 
i- 
er 
1€ 


d 
al 


Soe ee 


aw '83 we 


. sv 














News About People 








—_— 


C. B. Osborne has returned to his 
old job as sales manager with the Elec- 
tric Power Board of Chattanooga after 
more than three years in the Navy, 
according to an announcement by 
§. R. Finley, general superintendent 
of the Power Board. 

Commissioned a lieutenant in 1942, 
it was Lt. Commander Osborne when 
he was discharged recently. Mr. Os- 
borne saw extensive PT boat service 
in the African invasion, the Sicilian- 
Salerno campaign, and invasions of 





Cc. B. Osborne 


Southern France and Corsica and re- 
ports many interesting and harrowing 
experiences in the Mediterranean and 
Adriatic seas. 

Mr. Osborne, who holds the Legion 
of Merit and the Bronze Star for par- 
ticipation in four Mediterranean bat- 
tles, was also with Commander John 
D. Bulkley, famous for his motor tor- 
pedo boat exploits in the Philippines, 
when the destroyer U.S.S. Endicott 
sank two German corvettes and res- 
cued two English gunboats the day 
after D-Day off Southern France. 

* * * 


H. M. Kelley, appliance sales man- 
ager, Frigidaire Division, General Mo- 
tors Corporation, Dayton, Ohio, has 
announced the appointment of C. J. 
Prashaw as manager of Frigidaire 
Range and Water Heater Sales. 

Mr. Prashaw’s ience in electri- 
cal appliance sales dates back to 1919, 
when, following his release from the 
Armed Forces after World War I, he 
was employed as appliance sales dis- 
trict representative for the Bartletts- 
ville Gas and Electric Company in 
Bartlettsville, Oklahoma. 

His association with the Bartletts- 
ville Gas and Electric Company con- 
tinued until 1928, when he was ap- 
pointed commercial manager of the 
Missouri Power and Light Company, 


at Jefferson City, Missouri, a position 
he held until his appointment as gen- 
eral sales manager of the same organ- 
ization in Kansas City in 1931. 

After a number of years as refrig- 
erator specialist and district sales man- 
ager for the Hotpoint organization, 
Mr. Prashaw joined the Frigidaire 
staff in his present capacity. 


* * * 

Marshall L. Foreman has been se- 
Iccted as manager of the Florida Ra- 
dio and Appliance Corporation’s Tam- 
pa division, according to George B. 
Gray, the company’s vice president 
and general manager. Mr. Foreman 
came to his present connection from 
the managership of the Firestone 
Store at Sanford, Fla. 

* * 

William F. (Bill) Bishop, of Atlan- 
ta, Ga., has joined the sales organiza- 
tion of Edgar E. Dawes & Co., which 
agency has just moved into new and 
larger offices at 401-402 Rhodes 
Building, Atlanta. 

Mr. Bishop was recently released 
from the Navy after five and one-half 
years service, including duty in both 
the North Atlantic and Pacific areas. 
He had attained the rank of Lieuten- 
ant-Commander. 





W. F. Bishop 


Edgar E. Dawes & Co. is one of 
the oldest manufacturers’ agencies op- 
erating in the South, having been es- 
tablished in 1924. Among the ac 
counts represented are Spang Chal- 
fant, of Pittsburgh; Crescent Insu- 
lated Wire & Cable Co., of Trenton, 
N. J.; Steel City Electric Co., of Pitts- 
burgh; and Wagner Malleable Prod- 
ucts Co., of Chicago. 

Territory covered: by the company 
comprises South Carolina, Georgia, 
Florida, Alabama, and the eastern half 
of Tennessee. Mr. Bishop and Ed 
Dawes will cover this area jointly. 

* * * 

J. R. Weaver, manager of the East 

Springfield plant of the Westinghouse 
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Electric Appliance Division, has an- 
nounced the appointment of Paul W. 
Kohler as manager of advertising and 
sales promotion. 

In 1935 Mr. Kohler joined West- 
inghouse at the Mansfield plant as a 
sales student. After a year he became 
sales promotion assistant. In 1937 he 
was transferred to Boston, Mass., as 
assistant sales promotion manager in 
the New England area, and within two 
years became merchandise supervisor 
for metropolitan Boston. 

He returned to Mansfield in 1941 
for a year as supervisor of checking co- 
operative advertising, and in 1942 was 
brought to Springfield as service su- 
pervisor in charge of war products in- 
struction and maintenance publica- 
tions, and instructor in the fire con- 
trol school for Army personnel. 

Becoming assistant to the advertis- 
ing and sales promotion manager ip 
1944, Mr. Kohler’s work included as 
sistant editorship of the “War Pro- 
duction Bulletin,” a Westinghouse 
East Springfield publication. 


x» * * 


William H. Maxwell and David N. 
Long, who have recently been dis 
charged from the U. S. Navy, have 
returned to their former positions 
with Fulwiler & Chapman, manu- 
facturers representatives, in Atlanta, 
Ga. Both of these men are well known 
to the electrical industry in the South- 
east and will again be calling on the 
electrical and radio jobbers in this ter- 
ritory. Fulwiler & Chapman are 
southeastern sales representatives for 
Collyer wire, Federal switches, Enam- 
eled Metals conduit, Plymouth tapes, 
Fullman floor boxes, Hankscraft appli- 
ances, and Sylvania radio tubes. 

* * * 


Stuart J. Higginbotham, forme: 
Roanoker, has been named general 
sales manager of the merchandising 
division, both wholesale and retail, 
of the Richardson-Wayland Electrical 
Corporation, in Roanoke, Va., suc- 
ceeding C. D. Johnston, it has been 
announced by J. M. Richardson, presi- 
dent of the firm. 

Born in Bluefield, W. Va., Mc. 
Higginbotham lived as a boy at Alle- 
ghany Springs, Montgomery county. 
He holds an AB degree in education 
from Concord College and an MA 
degree in retailing from New York 
University. For a number of years 
he served as school principal and for 
ten years was associated with Mont- 
gomery Ward and Company in the 
capacities of store manager, district 
manager, and home office executive 
in Chicago. Three years were devoted 
to the management of the local Ward 
store. 
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For the past five years he has been 
state supervisor of vocational retail 
selling in West Virginia and special 
lecturer at the schools of retailing at 
New York University and the Uni- 
versity of Pittsburgh. 


* * * 

Charles A. Reinbolt, Jr., has joined 
the American Central Manufacturing 
Corporation, Connersville, Indiana, as 
sales promotion manager, it is an- 
nounced by C. Fred Hastings, general 
sales manager. He will be concerned 
particularly with the introduction of 
the company’s new line of American 
kitchen steel sinks and cabinets, short- 
ly to go into production. 

xe xe x 

Lt. Commander Carl Forsythe, of 
the U. S. Coast Guard, and Major 
John Mangold, of the U. S. Army, 
have returned to the Locke Insulator 
Corporation from which they have 
been on a leave of absence since 1941. 

Mr. Forsythe will resume his duties 
as district manager with headquarters 
at Richmond. Mr. Mangold for the 
time being is assigned to the Commer- 
cial Engineering Division of the Locke 
Insulator Corporation with headquar- 
ters at Baltimore. 

* * * 


Lt. Col. C. G. Duy, Jr., has joined 


Lt. Col. C. G. Duy, Jr. 


Proctor Electric Company, Philadel- 
phia, as advertising and sales promo- 
tion manager, it has been announced 
by Robert M. Oliver, vice-president. 
In this capacity, he will be responsible 
for the planning and directing of all 
Proctor advertising; the educational 
training of wholesale and retail sales 
personnel; planning and conduct of 
sales meetings and demonstrations; 
merchandise presentation, and infor- 
mative labeling of products and gen- 
eral consumer education concerning 
them. 
% * e 

After a three years’ leave of ab- 

sence, spent in the Armed Forces, 








the NAME WOMEN KNOW! 


The PLAN Behind The PRODUCTS 


PROTECTED Profits! 
Aggressive PROMOTION! 
Distinguished DESIGN! 


Liven housewares sales with this cone 
sumer-accepted “best seller”! Fair-traded 
for FULL profits, backed by potent 
advertising ‘in leading magazines, made 
with PYREX brand: glass — and priced 
LOW to sell QUICKLY. 











IN A CLASS BY ITSELF! 

CLOTHLESS 
FILTER 

The biggest “LITTLE” thing 

in coffee makers! Can’t fall 

out; no cloth or paper; virtu- 

ally unbreakable; fite ALL 

standard makes. It’s R-E-D 

HOT! 


VACULATOR 


FREE! 
DISPENSER 
STOPS the 


prospect;: 


TELLS the 
eterys 
MAKES the 
sale! 


CHICAGO 6, 





Harry C. Dever is back with the Glass- 
port, Pa., division of the Copperweld 
Steel Company. He will be in charge 


Harry -C. Dever 


of the Atlanta office and cover the 
states of Georgia, Florida, South Caro- 
lina, and North Carolina. 

His war record takes in 26 months 
of action in the Southwest Pacific, 
where he served as a lieutenant in the 
Navy Civil Engineering Corps. Some 
of the major engagements in which 
his Construction Battalion saw activ- 
ity were on Guadalcanal, Russell, and 
New Georgia Islands, as well as on 
Bougainville, Okinawa and the Ad- 
miralties. 

* * x 

H. M. Walne, residential sales man- 
ager of the Dallas Power & Light 
Company, will coordinate the work of 
all company groups engaged in build- 
ing sales of appliance by Dallas dealers 
among residential electrical customers. 

Formerly head of the Deaier Home 
Service Section of D. P. & L. Com- 
pany, Mr. Walne is well fitted for this 
work because of his close association 
with Dallas dealers and his broad un- 
derstanding of their problems. 

The work of the Dealer Section, to 
operate under the general supervision 
of Mr. Walne, will be headed by R. A. 
Shive, and F. J. Martin will again be 
associated with him. Mr. Shive and 
Mr. Martin will devote full time to 
dealer coordination work and will be 
available to assist dealers in planning 
and conducting sales activities. 

a * * 

T. A. Busby, assistant to the general 
manager of the South Carolina Power 
Company for the last 11 years, was 
elected a vice president at a recent 
meeting of the board of directors. E. 
L. Godshalk, president of the com- 
pany, announced after the meeting 
that Mr. Busby, in his new capacity, 
will be responsible for the operation 
of the physical properties of the com- 

any. Mr. Busby was educated in the 
irmingham — schools and at the 
University of Alabama, University of 
Chicago, and Georgia School of Tech- 


nology. 
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New Electrical Products 


| —_—_ 
Walnut-Size Fluorescent Lamp 


A walnut-size fluorescent light bulb, 
which can burn a month for 2% cents 
' worth of electricity, will be available 
soon to mark a stairstep, bedpost, or 
kitchen corner. The one-watt spherical 
globe, to be manufactured in colors of 


pastel green and white, will prevent 
many home accidents in the dark and 
also provide inexpensive convenience 
lighting. 

The new bulb screws directly into 
any ordinary light socket in a standard 
altemating current house lighting cir- 
cuit or, if the user prefers to plug it 
into a baseboard outlet, it will be 
equipped with a bi-prong base. The 
new bulb captures for the first time 
the efficiency, coolness, and color 
range of a modern fluorescent lamp in 
a long-lived miniature bulb. 


Deltabeston Lead Wire 

A new Deltabeston appliance lead 
wire for use where both heat and 
moisture are a problem is announced 
by General Electric’s Appliance and 
Merchandise Department. This wire 
is insulated with a moisture-resisting 
cellulose acetate wrap next to the con- 
ductor, a layer of felted asbestos, and a 
lacquered glass braid over-all covering. 
The new wire is designed for use with 
appliances and equipment such as 
sterilizers, etc., where medium high 
temperatures and moisture are to be 
found. Its maximum operating tem- 
perature is 125 deg. C. 

‘The smooth modern finish of the 
wire gives it an attractive appearance. 
It is available in white, red, green, 


We're just about ready with the most attractive 
and modern line of Lamps and Fixtures you’ve ever 


seen. 


New designs have been flowing: off the drafting 
boards . . . tools and dies are being rushed to the 
production lines . . . and soon, very soon, we'll 
be ready with new model desk lamps, floor lamps 
and clamp-on lamps in both incandescent and 
fluorescent . . . including special designs for the 
“Circline” and ‘‘Slimline’’ fluorescents. 


Meanwhile, partial shipments are being made of 
items described in our No. 47 catalog. As produc- 
tion increases from week to week, shipments will 


go forward more promptly and in greater volume. 
So, take care of your customers’ immediate de- 
mand from our No. 47 Flyer Catalog. If you don’t 
have your copy, write for it today. 


blue, brown, or black. It will, however, : | : 
be shipped in white unless otherwise ArANCS Mfg. Co., Decatur, Ill. 


specified. The color of the over-all 
glass braid is permanent. It,is obtained PIONEERS IN LIGHTING EQUIPMENT SINCE 1880 


by dying the individual glass threads. 
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HELPING ELECTRICITY SERVE AMERICA BETTER! 
BETTER WIRE JOINTS 
ae: 10) WANG In the electrical wiring of factories, 


homes, public buildings, etc., lead- 
ing electrical contractors are using 

ee 9 r.. viel ” 
WwW t 4 | | U T S millions of IDEAL “Wire-nuts” be- 
(Solderless, Tapeless Wire Connectors) cause they make wire joints that are 
neater, safer, quicker, better elec- 


trically—stronger mechanically. 
. IMMEDIATELY AVAILABLE... 
cron Joist because no critical material used. 
Nut Borer Approved by Underwriters’ Labor- 
atories, Inc. 


Other IDEAL WIRING DEVICES 


Today and Tomorrow thousands of 
new wiring jobs in Industrial Plants 
and in construction will be facilitated 
with IDEAL Wiring Devices:— 





E-Z Wire Strippers 

Lugs, Solder and Solderless 
Fish Tape Reels and Pullers 
Joist Boring Machine 


Wire <i 
SOLD THROUGH JOBBERS 
PROMPT DELIVERY 


Fish Tape 
Reel 
and Puller 
4 IDEAL COMMUTATOR DRESSER CO. 


1017 Park Ave., Sycamore, Ill. 


Sales Offices in all Principal Cities 























LIGHTING UNITS 


Lou Voltage 


long continpene lines of light, possessing all fe gni tages of Colovolt Cold Cathode 
Fi illumination, come to yeu in these “Simplicity” blies. Disti in design—easy to 
install—simple to maintai gingerbread attach UC dust collecti Owen eey” ang 
give bol d illumination with fortabl y-to-look-at light for every cial i 
Units available to make individual 8 foot fixtures or continuous line lighting in multiples of 8 feet. Colovolt 
93” 10,000 hour lamps (1) are guaranteed for 1 full year except for failure due to breakage, (2) require 
no starters—do not flicker, (3) are practically free of int diate burn outs. 
Contact your electrical wholesaler or jobber, or write us for full details and prices. 


( yo 
catia. * Trade mark reaistered U.S. Pat. Off. 


== GENERAL LUMINESCENT CORPORATION 


CHICAGO 5, ILL. 























680 So. Federal St 





G-E Improved Exposure Meter 


An improved, splashproof, exposure 
meter, identified as Type DW-5§ 
adapted for the correct exposure read. 
ings for the camera, in the darkroom, 
and for balancing light in the studio, 
has been announced by the Genen| 
Electric’s Meter and Instrument Dj. 
vision, West Lynn, Massachusetts, By 
utilizing a new, compact, internal. 
pivot element, the weight of the ney 
meter is reduced approximately 22 pe 
cent with a gain in over-all sturdinesy 


This element was first developed for 
electric instruments for use on water 
proof walkie-talkie radios ani militay § 
aircraft. 

Slightly more streamlined, the case 
has been completely redesigned, ten. 
dering the meter dust and moisture 
proof and having the zero set on the 
front. The directional hood has alw§ 
been redesigned and is now finished 
with a special nonreflecting surface on 
the inside for greater accuracy in meas 
urement. 


Five-Range Tachometers 


The Herman H. Sticht Co., Inc., of & 
27 Park Place, New York 7, N. Y., halt 
just released Bulletin No. 750, which 
describes the new Universal Typ i 
Hand Tachometer, Type U, with five 
ranges imported from Switzerland. © 

These Tachometers have unusual 
wide range, and unusual readability af 
the over-all range is broken down into 
five special ranges with readability af 
close as 1 r.p.m. per division. Instw 
ments are small in size with a three 
inch dial and fit neatly into the palm 
of the hand. The Tachometers at 
non-magnetic, of the centrifugal type 
direct reading, well damped, whith 
cuts out oscillations. Four models at 
available for all speeds between 30 ani 
48,000 r.p.m. 


Thermocouple Data 


Wheelco Instruments Compaty, 
Chicago 7, Ill., has issued a new 
tion of its Thermocouple Data Book 
and Catalog. Containing 32 pages and 
designated Bulletin $2-6, it gives it 
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formation on selection of proper ther- 
mocouples and carries installation aids. 
It describes and lists prices and recom- 
mendations on thermocouples, ther- 
mocouple wire, lead wire, heads, con- 
nectors, plug and socket assemblies, 
insulators, and protecting tubes. 


Efficient Mercury Lamp 


Use of mercury-vapor lighting should 
receive a tremendous impetus from 
, new 60,000 lumen lamp devel- 
oped at the Westinghouse Lamp 
Division, Bloomfield, N. J. The 1000- 
watt unit has a lumen-per-watt effic- 
iency half again as good (60 as 
against 40) as the three sizes of the 
mercury-vapor lamps available for use 
without special cooling systems (100, 
400, und 3000-watts). The greater 
efficiency results from an increase of 
about four times in pressure of the 
mercury vapor. Lamps of this rating 
have previously had to be water-cooled. 
Furthermore this new lamp has a 
mogul-scréw base (instead of a con- 
nection at each end of the tube). The 
lamp is not restricted in burning posi- 
tion. 

The light is created in an arc stream 


' about the shape and diameter of a 


cigarette and twice as long. It is en- 
closed in a quartz housing, in turn 


‘® surrounded by a hard-glass exterior. 


Overall the lamp is only 14 inches 


F long and less than four inches in 


diameter. 
Because of its high efficiency, large 


‘ light output, and small size (which 


ineans a small fixture) this lamp will 


| have many general industrial lighting 
uses. Especially will it be of advantage 
| where fixtures are mounted high bays. 


: Easy Portable Washer 


The new Easy portable all-purpose 


, Whirldry washer is particularly adapt- 


» able for the frequent small washes of 


homemakers, young mothers, business 


= women, and apartment dwellers. The 


Whirldry thoroughly washes, rinses, 
and gently spins clothes damp-dry— 


» all in one small compact tub. 


The operations are simple. The 





EVERHOT 


= age 


Everhot Roasterette 
cooks all kinds of 
casserole meals 


Everhot Kook - R - Jug 
both cooks the meal 
and keeps it hot for 

hours outside 


Everhot Rayvector. Room Heater 
is readily convertible for both 
radiant and circulating heater. 


ConsERvaATIsM /s 
Soundest Policy 


Several years of so-called prosper- 
ity is not a certainty. Our power- 
hungry leaders will probably fuss 
around until they have spoiled what 
might have been a very prosperous 
period for all of us... In view of 
the uncertainties, experienced busi- 
ness men who buy and sell had 
better follow the tried and true 
principles they know so well. It is 
foolish to “take flyers” in the field 
of policy unless you strap the para- 
chute of skepticism and caution 
upon your imagination. 


SALES MANAGER 


THE SWARTZBAUGH MFG. COMPANY 
TOLEDO 6, OHIO 


Everhot 


the home, 


fan-type 
heater is a > we} 
circulating 2) aS — 


unit of 


amazing 
efficiency. 


Everhot Rangette provides 
complete cooking facilities 
for millions who live in 
small or temporary homes. 





@ Long established, well-known, Everhot 
quality is embodied in a roaster of thrilling 
newness. Completely re-designed, endowed 
with many improvements, this new Everhot 
features values and conveniences never 
before available. 


PRODUCTS 


ROASTERS.. HEATERS.. APPLIANCES 
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tub is loaded and the clothes are 
washed. The suds are spun off, and 
the clothes rinsed with fresh water. 
Next the clothes are spun damp-dry. 
The Whirldry is easy to cairy and 
tc store and can be tucked away in 
closet or kitchen cupboard. It is only 
18 inches high, 16 inches wide and 
weighs but 33 pounds. It is white 
porcelain enamel inside and cut. 


New, Safe Trol-E-Duct 


A modification in their duct design 
and a new transfer type trolley for 
crane and hoist switching and trans- 
fer is announced by BullDog Electric 
Products Company, Detroit. 

The claim is made that these pro- 
vide a safe and more efficient means 
for transferring loads mechanically and 
electrically from crane bays to individ- 
ual factory areas; monorail transfer and 
switching is also made easier and more 
flexible. 

This is accomplished by electrical 
transfer trolleys with swiveled heads 
moving through duct runs having 
flared ends to facilitate juncture with 
and transfer to similar runs in adja- 
cent factory bays. 

In these installations straight or 
curved runs of electrical Trol-E-Duct 


























Side and end views of the new BullDog 








Trol-E-Duct. 











EFFICIENCY 


CABLE STRAIN-CLAMP 


. « « Stands Direct Pull of over 
17,000 Ibs. before cable 
slips! 








Clamps available in three sizes for 
Cable diameters of 1/0 to 1,500,000 


By actual test, the EFFICIENCY Cable Strain 
Clamp will withstand a direct pull of over 
17,000 pounds without permitting the cable to 
slip. This powerful grip results from the 
EFFICIENCY Clamp's “H" design, incorpo- 
rating a high ridge across the center of the 
cable channel and a U-bolt at each end. 


Adaptability to all requirements is provided 
in the EFFICIENCY Clamp's alternate con- 


struction... 


which may be clevis or eye, 


according to your requirements. Both styles 
are furnished for A.C. or D.C. service. 


Write today for your copy of EFFICIENCY 


Catalog No. 38B.. . 


contains complete 


construction and application data on all 


EFFICIENCY Devices. 
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are attached to and move with the 
crane and hoist equipment to furnish 
a safe, smooth, and speedy means of 
transferring or switching material to 
or from any part of a factory. 


New AmerTran Ballasts 
American Transformer Company, 
Newark, N. J., manufacturers of trans- 
formers since 1901, has just intro- 
duced a line of ballasts for hot and cold 
cathode fluorescent lighting. Long ex- 
perience in manufacturing precision 
transformers makes this a logical de- 
velopment for this company. The 
manufacturers claims for AmerTran 
ballasts an exceptionally close match- 
ing with tube characteristics, thus as- 
suring maximum lamp life and main- 
tained brightness. It is also claimed 












that flicker, end-blacking, premature 
burn-outs are reduced. Extremely 
quiet in operation, the new AmerTran 
ballasts are suitable for installations 
where the noise level is low, as in 
churches, homes, lecture halls, of- 
fices, etc. 

The AmerTran ballast may be rec- 
ognized by its distinctive roll-tum 
lead-out that prevents strain on lead 
insulation and makes wiring easier. 
Since this lead-out is of the two-way 
type, it may be readily attached to ex- 
terior or interior channels. Thus, fix- 
ture manufacturers and contractors 
can reduce the number of ballasts 
stocked. Their dimensions make 
AmerTran ballasts adaptable to all 
standard fixtures. 
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Electrical Coils 
and Conductors 


By Herbert Bristol Dwight. Pub- 

lished by McGraw-Hill Book Co., 

Inc., 330 West 42nd St., New York 

18, N. Y. 351 pages, illustrated. 

Price $5.00. 

This book supplies the necessary 
characteristics and theory for an un- 
derstanding of electrical coils and con- 
ductors. Many numerical problems, 
based on practical cases, are given 
throughout its contents. 

The formulas for skin effect and 
eddy-current loss in transformer, gen- 
erator, and motor windings and in bus 
bars, cables and other heavy conduc- 
tors, given in this book, have many 
practical applications. 
> Although some of the character- 
| istics of apparatus are presented in the 
form of curves and can be read direct- 
| ly without trouble, for most of the cal- 
| culations a knowledge of the princi- 
) ples of operation of the different types 
| of electrical apparatus and a workin 
| knowledge of elementary integral cal- 
culus are assumed. 


' An Introduction 
' To Electronics 


By Ralph G. Hudson. Published 
by The Macmillian Company, 60 
Fifth Avenue, New York 11, N. 
Y, fang pages, illustrated. Price 


The enormous potentialities of the 
| relatively new science of electronics is 

a subject of first importance today. 
This book explains the science of elec- 
tronics and its modern applications in 
terms that will be understandable and 
useful to those with only an elemen- 
| tary knowledge of mathematics and 
physics. It gives the reader a clear 
and scientifically exact knowledge of 
the modern theory of the consitution 
of matter and the nature of an electric 
current in a gas, a liquid, a solid, and 
ina vacuum. It describes and illus- 
trates all of the major uses of electron- 
ic tubes and phototubes, the construc- 
tion of electronic devices and their 
working principles. 


Elementary Engineering 
Electronics 


By Andrew W. Kramer. Published 

by Instruments Publishing Com- 

pany, Pittsburgh, Pa. 344 pages, 

illustrated. Price $2.00. 

Written for the great majority of 
teaders in industry who wish to ac- 
quire a working knowledge of electron 
tubes and circuits without becoming 
tadio engineers or without being 
forced to study college-level mathe- 
mathics, this book has as its purpose: 
te treat electronics with special ref- 
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BROOK 


BAR- 


ATTIC 
FANS 


Your Opportunity 
to profit by 
BAR-BROOK’S 
proven acceptance 


New BAR-BROOK 
Window Fan 


Introducing the first 
window fan of functional 
design. Only 5%” thick, 
2-speeds, attractive ap- 
pearance, and a dozen 
other features that will 
make it the sales hit of 
"46. 














eat ence Jpme ccd otrl 
iS + on pee ilk tila alr eased 


With the backlog of post-war buy- 
ing, 1946 is going to be a year 
of record-breaking sales for at- 
tic fans. 


BAR-BROOK Attic Fans have 
every possible sales advantage: 
Attractive appearance; Efficient, 
economical and quiet operation; 
One-piece streamlined orifice; 
Built-in thermal overload protec- 
tion; Complete capacity ranges 
from 3600 CFM to 125,000 CFM 
ratings determined by tests made 
in strict accordance with Standard 
Test Code adopted by American 
Society of Heating and Ventilat- 
ing Engineers. 


CINCH YOUR TERRITORY 


NOW! 


SHREVEPORT ENGINEERING CO. \ 


1553 TEXAS AVE. 


SHREVEPORT, LOUISIANA 











ennce to measurement and control— 
what is becoming known as “Instru- 
mentation.” 

The book begins with a simple ex- 
planation of the nature of electricity 
and, with this as a foundation, pro- 
ceeds logically to explain the action 
cf all the different types of clectron 
tubes in commercial use. Thicughout 
the entire book no new principle or 
ection is introduced until the funda- 
mentals underlying such principle or 
action have been fully disclosed. 
Whenever possible, use is made of 
mechanical or hydraulic analogies. 

This book does not require that the 
reader should have previous knowledge 
ef electronics; only a knowledge of 
elementary electricity is required such 
as is possessed by any high school 
giaduate. 


Survey Discloses 
Dealer Plans 
(Continued from page 23) 


Dealers all appear to value the sales 
helps which they receive from the ap- 
pliance manufacturers. Participation 
in local advertising, display materials, 
and folders appeared to lead the list in 
interest expressed. 

Following is a list of sales help 





which dealers reported that they want- 
ed from the manufacturers. The per- 
centage of dealers reporting them is 
listed also. 


Participation in Local 


Advertising 73 
Display Materials 68 
Folders 65 
Sales Training Aids 61 
Catalogs 60 
National Advertising 57 
Merchandising Ideas 52 
Training of Service Men 46 
Selling Albums 33 
Education Programs for 

Consumers 25 


Dealers have not made long range 
plans on financing because of thie pos- 
sibility of Regulation W _ governing 
installment account sales being re- 
vised. Of the dealers replying to the 
auestionnaire, 27 per cent reported 
that they would. carry all of their 
credit sales themselves; 45 per cent 
reported that they would carry a part; 
and 21 per cent reported that they 
would carry none of their credit sales. 

Most dealers appeared to recog- 
nize the value of having customers 
make payments at their stores re- 
gardless of who handles the credit 
paper. Sixty-four per cent reported 
that they planned to follow this prac- 
tice. Sixty-one per cent reported that 





DEPEND ON=-INSIST ON= 


PR. MALLORY & CQ, Inc. 


LLORY 
CAPACITORS 







Wwe 


\) ae : - - wag 


Necessary leads, 
lugs, screws, and 
nuts are included in 
each box for any 
type connectors. 


Distributed by 

INSULATION AND WIRES INCORPORATED 
SAINT LOUIS 3, 
DETROIT 2, MICH 

W. VA 


BOSTON 20. MASS 
HOUSTON 2, TEX 


SITTLER COMPANY 
CHICAGO 7, ILL 


Ww. Cc. 


BLUEFIELD 





MISSOURI 


JOHNSON COMPANY 
PEORIA 5, ILL 


TRI-STATE SUPPLY CORPORATION 
LOS ANGELES 13, CAL. » SAN FRANCISCO 7, CAL. « SEATTLE 4, WASH 








Mallory MSG Capacitor: — Small, 
compact AC Motor Starting Ca- 
pacitor that fits almost every 
mounting bracket or box. Re- 
places rectangular capacitors 
with leads, lugs or studs. Each 
capacitor is packed with com- 
plete set of universal mounting 
hardware and installation in- 
structions. 


ATLANTA 3, GA 
NEW YORK 7, N.Y 


H. A. HOLDEN, INC. 
MINNEAPOLIS 3, MINN 
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they planned to handle all collections, 
regardless of who financed the sales. 


Trade-Ins in 1946 


Some 71 per cent of the dealers 
participating in this survey indicated 
that they did not expect trade-ins to 
become a serious problem in 1946. 
Only 49 per cent of those replying, 
lhowever, admitted that they were 
planning to accept trade-ins. 

Asked if they did accept trade-ins, 
how would they service them, 60 per 
cent replied that such servicing would 
be done in their own service shops. 
Other replies to this question were: 
with help from distributor, 5 per cent; 
with help from manufacturer, 3 per 
cent; and with help of special service 
firm, 10 per cent. Plans ‘o dispose 
of trade-ins included the following 
with the percentage reporting it: sep- 
arate department, 48 pcr cent; sep- 
arate store, 6 per cent; sei! to other 
dealers, 7-per cent; and juik them, 
13 per cent. 

Questioned about their plans for 
their service shops, which proved so 
helpful during wartime conditions, 60 | 
per cent of the dealers indicated that 
they planned to expand this part of 
their business. Forty-four per cent re- 
ported that they serviced all appli- 
ances, Nineteen per cent serviced only 
small appliances and 12 per cent 
serviced only major appliances. Only 
20 per cent reported that they did 
not service any appliances. 

The matter of servicing appliances 
may prove to be most important to 
the dealers in postwar years because 
of the fact that the public has been 
extremely conscious of the necessity 
of this service during the last few 
years. The preferences of dealers as to 
how service can best be rendered are 
as tollows, the percentages indicating 
the number of dealers reporting each 
method as being desirable: their own 
service shop, 59 per cent; distributor, 
9 per cent; manufacturer, 3 per cent; 
self and manufacturer, 9 per cent; 
utility company, 1 per cent; service [7 
company, 9 per cent; and self and 
distributor, 10 per cent. 
































Contractors Hear 
Industry Leaders 
(Continued from page 35) 






(3) to determine actual causes of weak 
points in operations and correct them. 

More than a hundred electrical con- 
tractors and guests attended the two- 
day meeting. Others who addressed 
the group were: 

S. Paul Vecker, vice-president, 
Carolina Power and Light Co:, “Ex 
panding the Sellers’ Market’; Howard 
Pancoast, Bryant Electric Co., High 
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| “Distributing 


Point, “Problems Confronting the In- 
dustry”; Charles S. Thurber, south- 
eastern representative, NECA, Birm- 
ingham, “Employer-Employee Rela- 
tions”; N. J. McDonald, vice-presi- 
dent, Thomas & Betts Co., New York, 
the Manufacturers’ 


Products.” 
Paul T. Tysinger, lighting super- 


© visor, Duke Power Co., “Lighting 
© Technique”; Robert W. McChesney, 


president, NECA, Washington, “In- 


: te-Industry Relations”; E. S. North- 


rup, National Adequate Wiring Bu- 
reau, New York, “Industry’s Biggest 


| Job”; Hal M. Horton, General Elec- 


ro 


» seas y 


> Products 
' Palmer, merchandising and advertis- 


tric Lamp Department, Atlanta, “New 


) Lighting Tools”; and R. D. Bradley, 
| Daybrite Lighting, Inc., St. Louis, 
' “Designing for the Job.” 


Among those who presided over 
the various sessions were: John Bo- 
len, president of the Chapter; W. W. 
Hanks, president of the Southern 
Electric Service Co., Charlotte; and 
W. E. Henry, Jr., of National Electric 
Co., Charlotte. Roy A. 


ing manager of Duke Power Co., 


> served as toastmaster at the banquet. 
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| New Code Changes 


Discussed at Dallas 
(Continued from page 52) 


the same protection as required in 
dwellings. 

The question was asked whcther a 
fluorescent fixture could be connected 
to its supply through a piece of flexi- 
ble cord and an attachment plug. The 
answer was “‘yes” provided (1) the re- 
ceptacle is located directly above the 
fixture, and (2) the cord is not subject 
to strain or mechanical injury. 

Fixtures weighing over 50 pounds 
must be supported on other than out- 
let boxes, crow foot, fixture studs, etc. 
They should be supported independ- 
ently of the box. The cord for wiring 
fixtures shall have insulation suitable 
for the temperature, current and volt- 
age to which it will be subjected. 

Articles 410 and 420 will be com- 
bined and more complete and should 
be easily understandable. In figuring 
loads on fluorescent and cold cathode 
fixtures, the current taken by the fix- 
ture must be used in order to take care 
of the low power factor in these types 
of fixtures. 

The new code will not permit fix- 
tures to be used as raceways. This 
would mean that if a line of fluores- 
cent or cold cathode fixtures were 
mounted end for end that the wiring 
for the end fixtures should not pass 
through the balance of the fixtures; 
however, one set of primary circuit 
wires will be permitted. 














You can’t sell promises, so we're not 
going to make any. We do hope, how- 
ever, that improved conditions in 1946 
will enable us to make the same prompt 
deliveries on our entire line that we are 
now making on Non-Renewable Fuses. 
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WIRE * CORD SETS + CARTRIDGE and 


PLUG FUSES 
LIGHTS °* 


FUSTATS 


CHRISTMAS LIGHTING 


TROUBLE 
SETS 


ROYAL ELECTRIC CO., Inc., PAWTUCKET, R. I. 








GEDNEY 


GEDNEY FITTINGS... FIT! 


FITTINGS 


GEDNEY ELECTRIC 
COMPANY 


RADIO CITY NEW YORK & Y 








Carbon Products 





BRUSH KITS 
of all descriptions 
CARBON BRUSHES 
of all descriptions 


HELWIG COMPANY 


2544 N. 30TH ST. MILWAUKEE 10, WIS. 


Southern Offices 
323 Northwest Second St. 
Oklahoma City 2, Oklahoma 
Telephone: 2-6881 
3000 Block McKinney, Houston 3, Texas 
Telephone: Preston 1610 
1913 Washington Ave., St. Louis, Mo. 
Telephone: Chestnut 6510 











The Super Salesman 
(Continued from page 40) 


ing aid the old immutable law of aver- 
ages. 

All your life you are beholden to 
that law, every day of your life. When 
you go out in the moining, for exam- 
ple, to sell, the law determines how 
much money you shall make. You 
are a creature of averages. Why not 
know your averages. Why not try to 
make it better? 


One man in a lowly business work- 
ed out his average. He was an organ 
grinder with a monkey to help him. 
He could tell you to a nickel what his 
average collection was at different 
times of the year, in various sections 
of town. He laid his work out accord- 
ingly, and made more than many a 
salesman makes. 

Another salesman I know figured 
cut to the dollar how much each in- 
terview was. At the beginning of the 
year all he had to do to forecast his 
earnings was to plan his work ahead so 
as to get in a certain number of inter- 
views. ‘That’s scientific selling — 
Charles B. Roth. 


Adequate Wiring 
Essential on Farms 
(Continued from page 50) 


tors suggests that each group will be 
happy to cooperate as follows— 

The farm equipment dealer to sell 
the complete piece of electrically- 
operated equipment and to install and 
service all but the electric part of 
the equipment; the electrical contrac- 
tor to cooperate through installation 
and servicing of the electrical part 
of the equipment; all customer con- 
tact to be handled by the equipment 
dealer. At the proper time, we con- 
template meetings with both groups 
to this end. 

Before any dealer stocks electric 


farm equipment not generally accept- 
ed or proven in our area, we suggest 
that a single sale be made, in which 
we will help; and that the equipment 
be installed, tested, and proven to do 
what is claimed for it. We will also 
guide and assist in this. This insures 
proper installation, intelligent “trouble 
shooting” if needed, and maximum 
possibility of satisfaction to the farm- 
er and instruction to the dealer. 

And now we come to the fourth 
part of the problem—the informing 
and coordinating of those agencies 
that should have a natural interest 
in farm electrification and adequate 
wiring. These include: 

County Agents. Keeping him in- 
formed concerning what is being 
done; what assistance is available to 
him; of new farm electric equipment, 
where it is installed, and demonstrat- 
ing it to him; making available ap- 
propriate descriptive and promotional 
literature on electric equipment and 
adequate wiring. Maintaining contact 
so that our rural representatives will 
naturally be included in his plans for 
group meetings, etc. At the same time, 
realizing the many and varied de- 
mands on his time and being gov- 
erned accordingly. 

Farm Security Agents. These men 





fe oe og tT 
Electrical Connectors 


No, we don’t ship ILSCO CONNECTORS io 
fancy jewel cases. Nor do we make them from 
castings which are heavy, costly and of poor 
conductivity when compared to the pure 
99.99% electrolytic copper of 100% conduc- 
tivity used in all ILSCO CONNECTORS. 
Remember—it isn’t weight that 
counts . . . it’s conductivity! 
Write for 48-page illustrated catalog. 
Southeastern Representatives 
VERLYN H. BRANHAM 
180 Interlochen Drive, N.W., Atlanta, Ga. 
J. P. LUMPKIN 
248 Tranquil Ave., Charlotte, N. C. 


COPPER TUBE 
& PRODUCTS, Inc. 


CINCINNATI, OHI¢ 
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are interested in seeing that a farmer 
to whom they have made loans is 
successful. They are anxious to see 
that he makes use of electric service 
in his production and processing work, 
where the net result can be financial- 

profitable. Our cooperation with 
these agents can largely parallel that 
with the county agents, with in- 
creased interest in the individual farm- 


er. 

Soil Conservation Agents. These 
men, while not specifically concerned 
with farm electrification, are general- 
ly interested in the farmer’s welfare 
and some contact can be justified on 
a mutually satisfactory basis. 

Farm Bureau, Grange and Farm 
Co-op Leaders. The mutual advantage 
of friendly contact with these farm- 
ers is obvious. Through them as lead- 
ers, we can learn of where we can 
be of assistance and they are usually 
lad to cooprate on a mutually help- 

basis. 

Agricultural Colleges and Other 
Scientific and Research Groups. The 
mutual advantages of cooperation and 
exchange of assistance and informa- 
tion are understood by all, I am sure. 

Vocational-Agricultural Teachers, 
4H, and FFA Leaders. These men 
are working with the potential farm- 
ers and more often with the youth 
who are already engaged in farm 
activities. They are anxious to give 
them information and guidance con- 
ceming the most improved and ef- 
fective methods and equipment to 
aid the farmer. They want their boys 
and young men to know of and make 
practical use of electrical equipment 
to their advantage. But, many of 
these leaders have had little or no 
opportunity to know the fundamentals 
of electric applications and adequate 
and safe wiring. We have a wonder- 
ful opportunity to help these in- 
structors and leaders. 

But, they do not have the time 
to learn the technicalities of electric- 
ity, or are we generally in a position 
to give it to them. We are now en- 
gaged in one of the states in which 
we operate in working together in 
developing a training course for them 
and for their later use in training 
those in their groups. The material 
developed and used in the first three 
of five meetings has been enthusias- 
tically received. 

_ The theory of electricity is con- 
fined to volts, amperes, watts, kilo- 
watts, kilowatt hours, resistance and 
to water analogies showing the vari- 
ous forms of resistance to the flow 
of electricity, together with their ef- 
fect on wiring. The simple theory 
of transformers and relation of size 
to load is covered. Wire sizes for 
indoor and outdoor use and _associ- 
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A COMFORT IN HIS OLD AGE TOO! 


Yes, The TRILMONT is really 


a long-term investment 


ERE’S why ... Its design is unique, in that The 
ie TRILMONT employs two oversize, non- 
glowing coils which heat a large volume of air and 
diffuse it by natural convection throughout the 
entire room—not just a spot. These long-lasting 

Ss. = —— heating elements are enclosed in a dual-walled 

to touch.” All sides are cabinet whose four sides are always cool... Even 

eri abt ped on if tipped over or turned upside down, the Trilmont 
will continue to function without danger ... 5Spot- 
welded throughout—nothing to “come apart,” 
nothing to service .. . Trilmont is the auxiliary heater 
you would want for your own home, and the one 
you can recommend with complete confidence... 
Write today for descriptive literature and name of 
nearest distributor. 


Radiates a gentle pene- 

trating heat that warms 

but does not burn. No fans SPECIFICATIONS .. . Width 1912”, Height 1842", Depth 
or noisy moving parts! 914, 120 Volts, 1200 Watts, AC or DC current. Weight 19 


Ibs. Carries Underwriters’ approval. 


APPROVED $ 00 
OPA PRICE Including Cord Set 


95¢ EXTRA AT AND WESTIOF THE MISSISSIPPI 


ee OR REFUND ON 

* Guaranteed by @ 

Good Housekeeping 
Oere 

eas sovennseo WES 


A lifetime investment in 
appearance and comfort. 
Ivory-enameled or brown 
to blend with your room. 


TRILMONT PRODUCTS COMPANY 
PHILADELPHIA 3, PA. 













TOP 
QUALITY 







Mr. Tops, the 
Paragon symbol 
of top quality. 


POULTRY HOUSE 
TIME CONTROLS 


Here are two first quality Poultry House 
Time Controls. Paragon “PS models are 
designed for both morning and evening 
lighting, with dimming period for roosting. 
The Paragon Model 301 is designed essen- 
tially for morning lighting only. It isa heavy 
duty, industrial type time switch adaptable 
to poultry house lighting. 


Model "'PS” 
for 
Morning 
and 
Evening 
Lighting 





Model 301 
for 
Morning 
Lighting 
Only 





Sead for 
pruthorttative Gulletin 


Paragon has prepared a 4-page, 2 color 
bulletin containing authoritative informa- 
tion relative to poultry house lighting con- 
trol. It summarizes the recommendations of 
leading poultry authorities and gives com- 
plete data regarding the wide range of 
Paragon poultry house time switches. Send 
for a supply to distribute among your deal- 
ers and power companies. 


PARAGON ELECTRIC COMPANY 


713 Old Colony Building © Chicago 5, Illinois 


Paragon Vas 


BUILDERS OF ELECTRICAL EQUIPMENT NCE 1905 
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ated capacities, conduit, cable switch- 
es, junction boxes, etc., are explained 
and typical pieces handled. Motors, 
types, application, wiring and main- 
tenance are covered. 

Appropriate charts for selecting 
wire sizes, fuse capacities, types of 
motors for special jobs, etc., are in- 
cluded. Farm electric applications are 
discussed. These and other things re- 
lated to the practical use of electric- 
ity on the farm are included without 
letting anyone get led into or lost in 
too much theory. However, the core 
of it ali is progressive participation 
in the discussions and in the doing of 
actual work in wiring on motors 
and the like. 


Adequate Wiring 
Manuals Issued 
(Continued from page 45) 


izes the latest authoritative experience 
of the electrical industry on wiring 
systems adequate for present and fu- 
ture needs in the home. Both floor 
plans and text show how every room 
in the average home should be wired, 
with the number, type, and location 
of outlets recommended by the com- 
mittee’s experts. Pages on circuit re- 
quirements, service entrances and a 
sample wiring specification form are 
included, with electrical symbols for 
floor plans. 

The need for better wiring in old 
homes and for the millions of dwell- 
ings to be built in postwar years has 
long been obvious to the electrical 
industry. Ten or fifteen years ago, 
perhaps five or six clectrical appli- 
ances, besides lighting, were at work 
in the average home. Today, not only 
are there more appliances, but light- 
ing also has become much more exten- 
sive. Improved electric ranges, irons 
and lights and other appliances gen- 
erally require more wiring capacity 
than formerly, because users demand 
constantly higher standards of per- 
formance and convenience. 

The residential booklet makes clear 
the loss of efficiency in electrical 
equipment when the load outstrips 
the capacity of the wiring system, 
pointing out that a 5 per cent voltage 
loss along a house circuit can cause a 
lamp near the end of the circuit to 
provide 17 per cent. less light. 

Both handbooks emphasize that 
they are intended to show how to plan 
wiring, not how to make the actual 
installations. 

The “Handbook on Farmstead Wir- 
ing Design” offers comprehensive 
guidance to anyone planning farm 
witing layouts, either for the first 
electrification of the farm, or to im- 
prove present wiring to save labor, 








Up dl U J a U U 
city conveniences with clectrical appli- 
ances. 

Wiring for the farmer’s first re- 
quirements—lighting and running wa- 
ter—should be so planned that addi 
tions can be made quickly and eco 
nomically for dairy structures, poultry 
houses, stables, hog pens and other 
needs. 

The Handbook covers interior wir 
ing for every farm building, showing 
recommended locations for conven- 
ience and lighting outlets, and branch 
and feeder circuits. Exterior distribu 
tion systems are discussed at length 
as are pole and outdoor metering. Ta 
bles and data on demands, wire sizes 
and voltage drop are also included. 

In speaking of the constantly ex 
panding need for electricity on th 
farm, the handbook states: 

“In 1930, a three-wire, 60-ampere 
service was considered adequate for 
most farms, even in dairy regions. To- 
day, the development of new equiy 
ment has reached a point where som 
farmers are finding ]00-ampere service 
inadequate. Providing adequate ca- 
pacity when the interior distribution 
system is first installed will usually en- 
tail but a fraction of the cost of ma!- 
ing changes at a later date.” 
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* WASHER LUGS * 


A SIZE and TYPE for every need! 












NO SPECIAL TOOL REQUIRED 


: © 





KRUEGER & HUDEPOHL 


Solderless Terminal Lugs and Connectors 
VINE AT THIRD—ES * CINCINNATI 2, OHIO 
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Both the residential and farm hand- 
books are written to be easily under- 
stood by the average farmer or home 
owner. The practical information they 
contain, however, will be valuable to 
architects, builder, agricultural agents 
and various agricultural institutions. 

Members of the Industry Com- 
mittee on Interior Wiring Design are 
E. A. Brand, Buffalo Niagara Electric 
Corp., chairman, and A. C. Bredahl, 
Westinghouse Electric Corp. Addi- 
tional information about the books can 
be obtained by writing the Industry 
Committee, Room 2650, 420 Lexing- 
ton Ave., New York 17, N. Y. 


Dallas Electric 
Home Exposition 
(Continued from page 39) 


Radio City Distributing Co., Schocl- 
kopf Company, Sears Roebuck Com- 
pany, Singer Sewing Machine, Smith- 
Perry Electric Co., Southwestern 
Company, Southwestern Maytag Co., 
Texas Wholesalers, Western Auto 
Supply Co., Westinghouse Electric 
Supply, Whittle Music Company. 
The Dallas Power and Light Com- 
pany used the first peace-time edition 
of the Electrical Merchandiser, com- 
pany publication suspended during 


the war, to promote territory-wide ac- 
tivity in the sale of light bulbs. 

There was no effort to set up an or- 
ganization for this campaign, but the 
October issue of the Electrical Mer- 
chandiser devoted its entire front page 
to type and illustrations, calling dealer 
attention to the opportunity to tie in 
with national advertising programs. 
And, although the effort was not or- 
ganized to the extent of quotas and 
a statistical scoreboard, December re- 
ports indicated excellent results. 

The promotion was timed to coin- 
cide with General Electric and West- 
inghouse publication and radio adver- 
tising on a national scale and the Dal- 
las company used newspaper and radio 
to give local support to dealers. Some 
direct mail was used, numbers of spe- 
cial bulb displays were prepared and 
dealers generally were stimulated to 
take advantage of the opportunity. 

Dealers seemed to respond readily 
to the thought expressed in the Elec- 
trical Merchandiser that ‘‘Because this 
is the best time of the year to see that 
empty light sockets are filled and be- 
cause the war is over and a good sup- 
ply of bulbs is available, electrical 
dealers have marvelous opportunitics 
to boost their bulb sales during the 
October-November-December period.” 






Guide to Good Lighting 
(Continued from page 43) 


in the future. At present the best 
method is the installation of two brack- 
ets, one at each side of the mirror. 
mounted approximately 5 feet 6 
inches from the floor. Either filament 
bulbs or fluorescent tubes may be 
used. The length of the fluorescent 
tubes, however, provides more light 
distributed over the face and neck. All 
lights should be shaded as they are in 
direct line with one’s eyes. 

There is one exception to this rule. 
The 15 and 20-watt fluorescent lamps, 
1%-inch diameter, spaced approxi- 
mately 30 inches apart, can be used 
unshaded. For added eye comfort 
and appearance even these two sources 
may be shaded. 

Where the budget permits only one 
lighting outlet in the bathroom, an 
over-mirror fixture can be used pro- 
vided it is so designed that the bulb or 
bulbs are shaded. 

Unless a bathroom is very small 
(less than 60 square feet), it should 
have a ceiling fixture also. If a small 
budget necessitates a choice between 
a ceiling fixture and mirror lights, 
choose the mirror lights. Be sure that 
either the ceiling fixture or mirror 














Correspondents Wanted 


An Opportunity for Men in 
Industry 


Who Can Write Up the News 


the Electrical 


If you are associated with the electrical 
industry—know what is going on in your 
territory—and have the knack of putting 
it in writing—here is a splendid oppor- 
tunity to serve the industry and to earn ex- 
tra money for yourself in your spare time. 

Electrical South’s postwar policy in- 
cludes a greatly expanded coverage of local 
news—merchandising campaigns, adequate 
wiring promotions, association activities, 
etc. Additional correspondents are needed 
in many of the trade territories in the 
Southern and Southwestern States. 

You can obtain complete details by 
writing at once to the Editor of | 


SOUTH 
Atlanta 3, Ga. 


ELECTRICAL 


Grant Building 


and ventilation so essential 
in army barracks, mess halls, 
hospitals, headquarters, 
theaters and other military 
buildings. Its fine design and 
sound construction meet the 
specifications drawn for 


tHE reek r¢er MAKER” 


provides fully the comfort 





army fans and it is particu- 
larly adaptable to the various types of installations 
found in army buildings. 


HY-DUTY BLOWERS 














|] Single Inlet—Double Inlet. 400 
5} CFM to 12,500 CFM. 

Single Inlet Blower illus- 
trated at left is particularly 
adapted for ventilation of 
mess halls in military estab- 





lishments. 











VENTILATING DIVISION 


SCHWITZER-CUMMINS COMPANY 


1125 MASSACHUSETTS AVE. 





INDIANAPOLIS 7, U.S.A 









M& W 


WATER - TIGHT 
RUBBER BUSHING TYPE 
CONNECTORS 
FOR 
SERVICE ENTRANCE 
CABLES 





The design of the rubber 
bushing is such that it has 
a greater surface contact 
around the cable than the 
conventional bushing, as- 
suring a water-tight fit 


around the cable. 


Send for Copy of 
Bulletin 15 
which illustrates our 


complete line. 


THE 
M. & W. ELECTRIC 
MANUFACTURING 
COMPANY 


INCORPORATED 
EAST PALESTINE, OHIO 
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brackets are controlled by a switch in- 
side the bathroom door. If there are 
two doors to the bathroom, there 
should be a switch at each door en- 
trance. This will eliminate the incon- 
venience of entering in darkness and 
groping for switches on the bracket. 

Enclosed showers should have a 
vaporproof ceiling light controlled by 
a switch outside the compartment. In 
large bathrooms, a fixture recessed 
over the tub is also a convenience. It 
should be switch controlled at the 
door. For szfety and convenience, a 
night light in the switch plate at the 
door, or one in the baseboard is 
recommended. 


What the Dealer Wants 


(Continued from page 34) 
“figuring operating cost.” 


How can our home service repre- 
resentatives be of greatest assistance 
to you? List in order. 

1. Supplying operating instructions. 

2. Conduct store demonstrations. 

3. Conduct use, care and advantage 
training classes for salesmen. 


If our company provides a repre- 
sentative who is trained in sales man- 
agement operations to assist you, how 
can he be of greatest assistance? List 
in order. 

1. Store arrangement. 

2. Advertising and sales promotion. 

3. Selection and training of sales- 
men. 

4. Simplified store record system. 

5. Direct selling cost and other 
expenses. 

6. Analysis of sales territories. 

7. Stock turns, etc. 


Providing our company does not 
merchandise and space is available, 
do you think all dealers should be giv- 
en an opportunity of displaying their 
brand of merchandise on our sales 
floor? 

126 stated YES; 19 stated NO. 


Should we make a nominal rental 
charge on the basis of square footage 
occupied by dealer merchandise dis- 
plays? 

We called for an answer here and 
we really got a unanimous one as 148 
stated a very specific “‘no” with only 
three answering “‘yes.”’ 

Our future dealer development 
plans will not include the merchandis- 
ing or repair of any electrical equip- 
ment by our company as long as our 
customers are given adequate and ag- 
gressive merchandise and repair serv- 
ice on all kinds of electrical equipment 
by competent dealers. 

This is a goal which our company 


as been striving to reach for the pas 
14 years in order that we might have 
more time to devote our efforts to 
first things first; that is, to selling the 
advantages of our company and a 
wider use of its services. 


New Approach to 
School Lighting 
(Continued from page 26) 


top to that on the inside chalk rail is 
reduced to 5% to 1. The brightness 
ratios resulting from the diffuser win- 
dow treatment, the light wail and ceil- 
ing decorations and positioning and 
light finish of desk tops in Room 300, 
are much closer to the ideal, falling 
within the extreme limits of 10 to 1, 
while adjacent surfaces in the visual 
fields of the children are within 3 to 
1 limits. 

It should also be mentioned that 
floors in Room 300 have been painted 
with a light gray floor paint having a 
reflection factor of about 40 per cent. 

All of these factors combine to cre- 
ate an exceedingly pleasant impres- 
sion. There is an abundance of soft 
diffused light. The visual environ- 
ment is very comfortable and condu- 
cive to the carrying on of a daily 
routine with student and_ teachei 
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WASHING MACHINE 


Pr sReplacement Parts 
‘’ For All Makes 
ti, ,WHOLESALE 


Serving Southern Dealers 
and Repair Agencies 


PROMPT SHIPMENTS 
Goodrich Wringer Rolls 


Gates Belts 
T-K Range Parts 


DISTRIBUTORS, 





5 


811 = 9th St., N. W. 
WASHINGTON 1, D. C. 


MEMBER, APPLIANCE PARTS JOBBERS ASS’N. 


= 


Don’t Let Us Just WISH You A | 
Prosperous New Year! | 


Let Us Help You MAKE It One | 
with “AUTOMATIC” 
TIME SWITCHES | 
INTERVAL TIMERS 
FLASHERS 


Write for Information | 








AUTOMATIC ELECTRIC MFG. CO., Mankato, Minn. 
Oe Ee ee ee ee a 





Connecting Diagrams for Lap-Wound 
Induction Motors 


Every man concerned with motor rewinding will 
want a copy of this new publication by A. C. Roe 
which contains 72 modern connecting diagrams for 
induction motors of from 4 to 12 poles. The dia- 
grams are arranged for dual voltage connections and 
best magnetic balance. A copy of this 132 page 
book is available with each 3-year subscription to 
Electrical South—total cost, $3. Write at once to 


ELECTRICAL SOUTH 
1020 Grant Bldg. Atlanta 3, Ga. 
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FAN BLADES 


Designed 
To Produce A 
Maximum Flow 


Of Air 




















DIAMETER 22” 





With A 
Minimum Of 
Noise 


| o 


All Blades Made in 


Either Vs” or *%” Bore. 














DIAMETER 20”-24" 





APPLIANCE DISTRIBUTING CO. 
163 WALTON ST., W. W. 
ATLANTA 3, GA. 

















Wind-0-Vent EXHAUST FANS 


Portable — Quiet — Dependable — Safe 






The Wind-O-Vent Exhaust 
Fan is built in four sizes with 
resilient mounted quiet-run- 
ning, heavy duty motors. Full 
directions for mounting come 
with each fan. 


This fan is of universal 
application either as an ex- 
haust fan for commercial use 
or as a window fan. 


WOV-30 (Typical) 
Rear View 


CERTIFIED 
RATINGS 


TEST STATEMENT—Each Reed 
Unit Fan bears a certified rating 
label of the Prepeller Fan Man- 
ufacturers Association. This la- 
bel certifies that the fan has 
been tested in strict accordance 
with the Standard Test Code as 
approved by the American 





Soci- 
Vv ° 
~ of Heating and Ventilating Front V 






REED UNIT-FANS, INC. 


Manufacturers of Ventilating Equipment 


1001 St. Charles Ave., New Orleans 8, La. 



















BE SURE 
BEFOREHAND 


For your construction, reconversion 
and production wiring T&B Pressure 
Connectors are ready and waiting to do 
a job for you. They are made to handle 
all types and sizes of wires and cables 
from #22 up to 1,000,000 CM. Being 
designed and engineered by pioneer 
manufacturers of quality electrical fit- 
tings, you know in advance just what to 
expect: 


Ease of installation 

Speed of installation 

Preference over solder by operatives 

Perfect electrical connections 

Perfect mechanical connections 

Uniformity of results 

Economy of material 

Approvals by Underwriters 
Laboratories 


You can also be sure beforehand tha: 
your nearby Electrical Wholesaler car- 
ries these T&B Pressure Connectors in 
stock. We distribute all T&B products 
through the service organizations of 
T&B Electrical Wholesalers. 

Get in touch with them or write nearest 
T&B district office for free samples of 
T&B Lock-Tite* Connectors and Sta- 
Kon* Terminals.** 


The Thomas & Betts Co., 
Incorporated 
Room 423 
Citizens & Southern Bldg. 
Atlanta 3, Ga. 


The Thomas & Betts Co., 


The Thomas & Betts Co., 
Incorporated 


Incorporated 
P. O. Box 2372 


Charlotte, North Carolina New Orleans 12, La 


of 


"Trade Mark Reg. U.S. Put 
**Patented 


4 


THE THOMAS & BETTS CO. 


INCORPORATED 
manufacturers of electrical fittings since 1898 
ELIZABETH, 1, NEW JERSEY 


& Betts Utd 





518 Masonic Temple Bidg. 





working with comparative ease and op- 
timum effectiveness. 

In a new building it is possible to 
secure the control of light just de- 
scribed by means of light controlling 
glass blocks, which have the property 
of directing nine-tenths of the entering 
sunlight to the ceiling, thus reducing 
the brightness of the window opening 
below discomfort levels, and accom- 
plishing the required diffusion of nat- 
ural light. 

The illuminating engineer, in plan- 
ning the necessary supplementary ar- 
tificial lighting for the modern class- 
room, should make special effort to 
design the illumination so that low 
brightness ratios and adequate intensi- 
ties of diffused lighting will be main- 
tained at all times. 

In the White school at Mexia we 
do not see, by any means, the final 
design for the modern school room, 
but a pattern is set for an inexpensive 
and practical means of improving 
school room environment for the very 
real benefit of students and teachers. 


References 


1. “Lighting and Child Development,” 
D. B. Harmon, Illuminating Engineering, 
April, 1945. 

2. “Control of Natural Light in Class- 
rooms,” R. L. Biesele, Jr., W. E. Folsom, 
and V. J. Graham, Illuminating Engineer- 
ing, September, 1945. 

3. Attention is directed to the Ameri- 
can Recommended Practice of School 
Lighting published by the Illuminating 
Engineering Society and to literature by 
leading lighting equipment manufacturers 
for suggestions. on design of artificial light- 
ing systems. 


Satisfied Customers 


Promote Most Sales 
(Continued from pr ge 29) 


cent say it is easy to operate, 88 per 
cent say it is self-cleaning. 

As seen by the users, the dishwash- 
er’s outstanding advantages, in order 
of their importance, are that it saves 
time, is more sanitary, makes for clean- 
er dishes, saves labor, keeps hands out 
of water. 

People like the Disposall primarily 
because of its convenience and time- 
saving advantages. They also applaud 
its cleanliness and sanitation. 

“These two appliances are proving 
so satisfactory to use that owners of 
them seem to go out of their way to 
sell them to their friends,” Enderle 
said. 

“For instance, practically all dish- 
washer users have demonstrated them 
to friends, 80 per cent of whom re- 
acted favorably. 

“All Disposall users have demon- 
strated their Disposalls to friends, and 
have found that 90 per cent of these 
people commented favorably.” 
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The survey indicates that, before 
the war at least, roughly three-quarters 
of all dishwashers and Disposalls were 
installed in existing houses. 








SALES 
ENGINEERS 
WANTED 


Graduate Electrical Engineers, 
familiar with low voltage distri- 
bution systems to act as sales 
specialists in important District 
Offices on following: Panelboards, 
safety switches, enclosed circuit 
breakers, bus duct and load cen- 
ters. Men accepted to receive full 
training at factory at company’s 
expense before assignment. Write 
to Manager, Technical Employ- 
ment, 306 Fourth Avenue, Pitts- 
burgh, Pennsylvania, for appli- 
cation form. 


WESTINGHOUSE 
ELECTRIC CORPORATION 












Lugs, Tees, 
Service Con- 
nectors, 
Grounding 
Clamps, 
Straight and 
Parallel Con- 
nectors, El- 
bows, Cable 
Taps, etc., etc. 
PENN-UNION ELECTRIC CORP. 
ERIE, PA. 
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LEAD AND ALUMINUM PAINT 


Spot or Full Coat 
for 


Galvanized Structures. 
It sticks, it blends. 


Cibo inc 


NORTH ARLINGTON, N. J. 
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ELECTRIC 
“WATER HEATERS 


HIGHEST in Sales... 


Lowest 


in OPERATING cost 


Today’s modern kitchen, 
bathroom and laundry de- 
pend upon an_ unlimited 
wupply of hot water. 


The SEPCO electric water 
heater is the best way to 
‘ill this need for plenty of 
hot water — for every 
member of the family. 


ATTRACTIVE - MODERN 
ECONOMICAL 
DEPENDABLE & SAFE 


1915 - Time Tested - 1945 


bE EE Bee 2 


POTTSTOWN, PENNA. 


AUTOMATIC ELECTRIC HEATER CO. INC. 














than ever 


Its simplicity of 
design permits 
easier installa- 
tion in Walls, At- 
tics, or Pent- 
houses. 


SECO Fans de- 
liver a maximum 
volume of air at 
slow speed, with 
extreme quiet- 
ness. 


ATTICS 
SCHOOLS 
CHURCHES 
and for 
Industrial 
Installations 


, 4916 EASTON AVE. 











BELT DRIVEN 


COOLING FANS 





AVAILABLE SIZES 
24”, 30”, 36”, 42”, 48”. 
(3800 to 18,500 C.F.M.) 
Write for llustrated Bulle- 
tin, Specifications & Prices. 


Contact your nearest Distributor or write 


SECO-LITE MANUFACTURING CO. 


ST. LOUIS 13, MO. 


























FOR 


MOTORS 


FANS 


CONTROLS 


— PROMPT SHIPMENT FROM LARGE STOCKS 


AUTHORIZED PARTS DISTRIBUTORS 


Brown-Brockmeyer General Electric Master 

Century Hamilton-Beach Peerless 

Cutler-Hammer Holtzer-Cabot Robbins & Myers 

Delco Howell Star 

Diehl Hunter Thor 

Duro Iig Wagner 

Emerson Leland Westinghouse 
Marathon 


READING ELECTRIC COMPANY, INC. 


Parts Distributers fer the Manufacturer 


200 William St. Barclay 7-6616 New York 8, N. Y. 
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BULLETINS TELL THE 
WHOLE RELAY STORY 


Bulletin 105 —"Little Giant Relay” 
single pole, single and double throw. 
Controls % HP on 115-230V 

Bulletin 106-—Midget Relays for light 
duty available in single and double 
pole, single and double throw. 
Bulletin 81-Intermediate Duty Relays 
in single and multipole arrangements, 
single and double throw. 

Bulletin 362-—Motor Driven Time De- 
lay Relays for operation on alternating 
current. 

Bulletin 104-Midget Relay for tight 


WARD LEONARD RELAYS include types ond sizes for every 
application. They all have crisp action, are dependable and 
durable yet consume but little current. Send for the dota 


bulletins of interest to you. 


px 


Electric control 


places—Vibsation resistant—Double Pole, 
Double Throw-Available for é to 115 
volts A.C. or D.C. 


Bulletin 131 and 132-Heavy Duty 
Relays single and multipole, single and 
double, contacts rated up to 25 amp. 
on 125-250V 


Bulletin 251-Sensitive Type Relays 

for direct and alternating current oper- 

ating on .014 watts, 

Bulletin 351-Thermal Time Delay 

Relays with thermostat built into relay 

assembly. 

Bulletin 103-Aircraft Power Relay. 

Singte Pole, Single Throw for 24 volts 
5 amps. D.C, Withstands high values 

of acceleration of gravity, shock, and 


devices since 1892 


Offices in all principal cities 


WARD LEONARD ELECTRIC COMPANY 


37 SOUTH ST., MOUNT VERNON, N. Y. 


91 





RHEOSTATS 


The Ward Leonard line of rheostats includes the 
widest range of sizes, tapers and current ratings 
from the tiny ring types for radio to huge multiple 
assemblies for the heaviest industrial use. Smooth 
operation, durable contacts and extreme dependabil- 
ity characterize all Ward Leonard Rheostats. Data 
Bulletins are available on all Ward Leonard Rheo- 
stats, Resistors and Relays. Write for bulletins of 
interest to you. 


y RELAYS + RESISTORS + RHEOSTATS 


nose NAVY N devices since 1892, 


WARD LEONARD ELECTRIC COMPANY 


37 SOUTH ST., MOUNT VERNON, N. Y. 
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THE ULTIMATE 
ee AN 

QUALITY 

AN 


SIGNAL ELECTRIC MFG. CO. 


MENOMINEE, MICHIGAN 











correctly. No allowance will 


part of the ae -—. Every care wa oy A.A = todos 
be made for errors or failure to insert. 





A 


Adam Electric Co., Frank LS 
Advance Transformer Co. 74 


All-Steel Equip. Co.__.--~-- * 
Aluminum Co. of America------- 51 
American Coolair Corp....---~---- 19 


Anaconda Wire & Cable Co., Inc._18 
Appliance Distributing Co...-_.--8° 
Automatic Electric Heater 
SE ee eee 91 
Automatic Electric Mfg. Co.....--89 


B 


Bendix Home Appliances, Inc. 
Briegel Method Tool Co. 

Bryant Electric Co._._--- 

Bull Dog Elec. Preducts Co. — 
Burndy Engineering Co., Inc. 


C 


Chelsea Products, Inc.___- 

Clark Water Heater Division 

Collyer Insulated Wire Co._-_-- 5 

Commercial Credit Co....~-~- 16 

Crescent Insulated Wire & 
Cable Co. _--.- 

Curtis Lighting, Inc. 


D 


Dolph Co., John C.__--- 


E 


Edison General Electric 

Appliance Co. —- pee al 
Efficiency Elec. & Mfg. Co.- __80 
Electric Vacuum Cleaner 

SS Se en 
Electromaster, Inc : ou 


F 


Faries Mfg. Co. icicwaee 
Federal Electric Products 

Co., Inc. - 
Frigidaire Division es ee 


G 


Gedney Electric Co..__-_- 84 
General Cable Corp.___-..64 and 65 
General Electric Co. 

Sean : 20 
General Electric Co. 

{Heating Devices) 
General Electric Co. 

(Home Laundry) -_--- 
General Electric Co. 

(Lamps)... Inside Front Cover 
General Electric Co. 

(Ranges 
General Electric Co. 

(Refrigerators) ............._- 
General Electric Co. 

((Wiring Devices)....Back Cover 
General Luminescent Corp.___.__78 
Gibson Mfg. Co._.--_---- ...69 
Graybar Electric Co.__- EN 
Gruber Brothers -_-_---- ns 


H 


Hazard Insulated Wire Works_-__53 
Helwig Company - 84 


* 


Hill-Shaw Company -_-----_-_~-- 76 
Hotel Lennox __------__ caine 88 
beeen: Maylair .......2.......... * 
Hubbard & Company---_---_-____ 71 
Hunter Fan & Ventilating 

Co., Inc.__....-----..Front Cover 


Ideal Commutator Dresser Co.__.78 
Ilsco Copper Tube & Products 


i eee 84 
Insulation & Wires Inc._.12 and 82 
International Appliance Corp._--_ 6 
Johns-Manville -.---.._____-___- bd 
Johnson Fan & Blower Corp.____.72 


ELECTRICAL 


K 


Kearney Corp., James R. 
Kelvinator Division Zilechd sae 
Krueger & Hudepohl_-_- 8¢ 


L 


Landers, Frary & Clark ae | 
Lloyd Products Co.__- 7 


M 

M. & W. Electric Mfg. Co. 8s 
McGraw Electric Co.___--- e.. 
Mitchell Mfg. Co._.___---- 67 
Monarch Fuse Co., Ltd.- 


N 


National Electric Products Corp.-_4! 


Nobblitt-Sparks Industries, Ine... | 
Okonite Corp _— 6 
. Z. Electr aa Mfg. Co._ 57 
P 
Paragon Electric Co._.~_- Bt 
Penn-Union Electric Corp. 90 
Premier Division ~...--~-- 
Proctor Electric Co., Division____ * 
Progressive Farmer ---~--.--- 6 
R 
Reading Electric Co., Inc. aaa 
Reed Unit-Fans, Inc._-~- — 
Rittenhouse Co., Inc., A. E. 8 
Roller-Smith -~ -~--- = a a 
Royal Electric Co.__-- ian 
S 
Samson United Corp._-- -1: 
Sangamo Electric Co.-_-- ee 
Schwitzer-Cummins Co. __- sl 
Seco-Lite Mfg. Co._------ 91 
Shreveport Engineering Co aa 
Signal Electric Mfg. Co..__-.-.-.92 
Spero Electric Corp.._..-.-.----- 63 


Square D Co._.-_ Inside Back Cover 
Subox, Inc. ...-- EE 
Swartzbaugh Mfg. “Co.- -__79 
Sylvania Electric Products Inc. ° 


T 


Thomas & Betts Co., Inc. 
roan 89 
Trilmont Products Co._- 85 
Trumbull Electric Mfg. Co a 

Tuttle & Kift, 


U 


United States Rubber Co., Inc. 
(Tape Division) ~.-...----~-- , 

United States Rubber Co., Inc. 
(wee Diwan) «.............5 


WwW 


Wakefield Brass Co., F. W.-- ‘ 
Walker Electrica] Co.___--- 5 
Ward Leonard Electric 
_ ee 91 and 92 
Westinghouse Electric Corp. 
(ABI Breakers, Panelboards, 
FE GOD Sire eeitivienineas 
Westinghouse Electric Corp. 
0 OS eee bi 
Westinghouse Electric Corp. 
(Controls & Integral Motors) -. 
Westinghouse Electric Corp. 
(Lamps) 
Westinghouse Electric Corp. 
(Technical Employment) -----~-_90 
— Electrical Instrument 
White Products Corp.- l 
Wiegand Co., Edwin aT 
Wiremold Co. Sis . : 


| ES a 


Y 


Youngstown Sheet & Tube Co.__- 2 
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| HERE’S HOW 
¢| SQUARED MULTI-BREAKER.; 


2 HELP SELL WIRING JOBS 


@ When you estimate a wiring job, include Multi-breaker protec- 
tion—for the Multi-breaker delivers that vital PLUS—extra con- 
venience. It reduces time-loss for commercial users, eliminates fuss 
and bother in homes. 

Make Square D Multi-breakers your PLUS value, and you'll have 
an edge over contractors who don’t suggest circuit-breakers. 








Quote Both Ways. To make sure of getting more of the jobs you 
want, quote both ways—with Multi-breakers and with fusible equip- 
ment. In the vast majority of cases, you'll find the choice is Multi- 
breakers, for this extra convenience costs little or no more. 
There's a Square D Multi-breaker for jobs of every type and size. 
If you don’t have the complete story, write for BULLETIN No. 4000. 


ue Ars 


TRING THE KEY To THE HOME 


_ OF TOMORROW 
-° Reet 












DETROIT MILWAUKEE 
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HOW THE 
MULTI-BREAKER 
WORKS 


eThe Multi-breaker eliminates 
fuses entirely. When a short cir- 
cuit or dangerous overload oc- 
curs, the circuit is broken auto- 
matically. A simple movement of 
the lever restores current after 
the cause of the overload has 
been removed. No delays—noth- 
ing to replace. 


SQUARE J) COMPANY 





LOS ANGELES 












General Electric wiring devices are 
ideal for new wiring and for wiring 
modernization, wiring replacements 
and wiring extensions, They are high 
quality ...attractive in appearance... 
will harmonize with any setting. They 
are easy to install, too, and will give 
long, dependable service. 

Included in the G-E wiring device 
line is a wide selection of switches, 


CHOOSE G-E WIRING DEVICES 


FOR ALL JOBS 


FEATURES 


1. Easy to Wire 

2. Carefully Engineered 
3. Sturdy Construction 
4. Well Insulated 

5. Thoroughly Tested 
6. Neat Appearance 


convenience outlets, plates, lamp- 
holders, interchangeable devices, 
fluorescent accessories, plug and cart- 
ridge fuses, etc. The right devices are 
available for industrial wiring, com- 
mercial wiring and residential wiring. 
What’s more they are available right 
in your own territory. G-E Distribu- 
tors are located at key points all over 
the country. 


For further information see the nearest G-E Merchandise Dis- 
tributor or write to Section D161-16, Appliance and Mer- 
chandise Department, General Electric Co., Bridgeport, Conn. 


GENERAL @ ELECTRIC 
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